








Here it is—the all-purpose lighting fixture you've been wanting! 
An overall efficiency of nearly 809> . . . and smooth modern lines... 
give the new Highlander the widest possible range of applications— 
public buildings, stores, schools, offices. And its VERY LOW COST 
meets nearly any budget requirement. 


PRECISION CONSTRUCTED . .. each fixture is wired wit’ ©.T.L, 
approved brick type ballasts and components to insure a QUIET fixture 
that will give you maximum lamp life and efficiency. 


Each part is precision stamped from 20-gauge cold rolled steel or 
heavier to provide the sturdiest possible construction. All metal parts 
are thoroughly processed, and evenly baked in conveyorized oven to 
insure a uniform quality high-baked enamel finish. 


The Highlander incorporates the same HIGH QUALITY, 
ENGINEERING FEATURES and WORKMANSHIP that has 


always been associated with Gibson fixtures. 
Will Also be Available in the New 425 Milliampere, 48 inch. 


Fiibso® 
MANUFACTURING CO. 
ATLANTA,GA. 


The South's Finest 








of Beauty and Efficiency 


EASY TO INSTALL A‘.u SERVICE... like all Gibson fixtures, 
the Highlander is easy to install. The same +100 continuous single 
stem set and +200 Dual Stem Set are adaptable to the new Highlander. 


The fixture is quickly accessible for cleaning, relamping and main- 
tenance. Pressure on a latch drops the louver assembly and opens the 
wiring channel for relamping and service. Where desired, the entire 
louver assembly can be removed by simply lifting the louver from the 
Carrier straps. 

We unhesitatingly urge you to compare: 1. Beauty 2. Efficiency 
3. Installation 4. Maintenance and service features 5. Quality of ma- 
terials and 6. Workmanship of the Highlander with that of any other 
fixture regardless of price. We believe you will agree that the High- 
lander is the greatest value on the market today. 


SEND COUPON NOW! 
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INDIVIDUAL’S NAME 


’ 
5 
: Gibson Manufacturing Co. ES-2 ‘ 
y 1919 Piedmont Circle, N. E., Atlanta, Ga. : 
‘ 
4 Gentlemen: Please send me FULL DETAILS and PRICES on the s 
# new Gibson ““HIGHLANDER”. ; 
s 
, 
{COMPANY NAME ee! ‘ 
4 s 
¢ ADDRESS : 
y , 
: CITY G STATE. : 
y ‘ 
4 ‘ 
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ELECTRICAL SOUTH is published monthly by W. R. C. Smith Publishing Co., Marietta, Ga., und Atlanta, Ga., U. S. 
Subscription rates, United States and Possessions, $1.00 for one i 
Entered as second class matter at the Post Office, 
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year; Canada and Foreign Countries, $10.00 per year. 
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In the last 12 months alone, 43,771,720 people have seen Lightolier 
Better Homes & Gardens, House & Garden, House Beautiful, the New 
itm  (-han (old f take laloMelial-tam ol!) slitdeliielst mem ial-Mm ollele]-+imaeliil slellel Mimileliiials malice, 
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They’re pre-sold on the Lightoliers shown in 
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, flatrerint sffevt of cand 
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ot in beauty 


combined with rele 
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deeper wed softer 


adeee 
our Lightolier Cevetal 
ee at sal 


eee 72 PAGES 
chock full of color, 
showing scores of new 
Lightoliers to build 
profits for you. 


LIGHTOLIER, 
Dept. X-10, 346 Claremont Ave., Jersey City, N. J 
Send for your copy — 


Gentlemen: 
and cash m on the pre-selling we've done LJ See that I get an advance copy of the new Lightolier Style Book 


‘ “ r ~? “~ C) Tell me more about Lightolier's profit-making sales program 
seal 7 Nome es 

niGaseetonns: = 

346 Claremont Avenue - Jersey City 5, New Jer Address 
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General Switch Cat. No. 663-108, Main- 


Range-Water Heater Combination 
Triple Pullout Unit 


100 Amp main lugs feed the 60 Amp pull- 
out switch controlling from 4 to as many as 
12 plug fused lighting circuits. The main 
lugs also feed the Range and Water Heater 
pullout switches .. . available in 30 or 60 
Amp and non-interchangeable to prevent 
overfusing. Flush or Surface. Underwriter 
Laboratories approved. 


HE new GENERAL Main-Range- 

Water Heater Combination 
Triple Pullout Unit, the latest ad- 
dition to the GENERAL SWITCH 
extensive line of enclosed switches 
and panels, means a real saving in 
time and materials, is a neat, compact 
unit, is thoroughly dependable and .. . the price is right. 


The development of this all-in-one unit is another step for- 
ward in the GENERAL SWITCH planned program of 
product development of “unitized”’ equipment for simplified 
electrical systems at lower cost. 


Save time and save money. . . investigate this new unit and 
Switch to GENERAL today! Available everywhere exclusively 
through wholesalers. 








Switch Corp. 


49 Roebling Street Brooklyn 11, N. Y. 
SALES OFFICES IN EVERY MAJOR CITY 















Separate Meter 
for Water Heater 





Simply remove jumpers 
and feed the water heater 
pullout switch through 
separate meter. 
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Carrier Relay or Time Clock .---; 


Remove one jumper :} 
and connect water } 
heater switchthrough } 
disconnect elementof ‘ 
meter. 


Doon} 





























Ask your wholesaler or write 
today for the GENERAL 
SWITCH 68-page catalog. 
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UNDERGROUND. Toughness of neoprene 
jacket assures long life of Durasheath when 
installed directly in the ground. 


Bowe 























Se es ‘ bee. 
: Bor hes a has 
IN DUCT. Moisture, oil, acid resistance of 
neoprene jacket make Durasheath an ideal 
cable for this application. 
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THE ALL-PURP 


Pick Durasheath for power distribution: small size 
or large ... one, two or three conductors... to carry 
from 0 to 5,000 volts. Then use this type in any instal- 
lation you like: buried directly in the ground... in 
conduit ... suspended from poles... or in a run that 
includes all three. Following are some of the charac- 
teristics of Durasheath that give it this versatility: 

Durasheath is unaffected by electrolysis, corrosion 
and extremes in temperature. 

High resistance to oil, flame, abrasion, cutting, im- 
pact and the moisture, acids and alkalies found in the 
soil. 

Light weight — greater strength. 

More flexible, easier to handle. 

For power distribution between industrial plants, 
in street lighting systems, airports, mines, railroad 
signal systems, farm buildings and real estate develop- 
ments—to mention a few—use Durasheath, the all- 
purpose cable. Anaconda Wire & Cable Company, 25 


Broadway, New York 4, N. Y. 0421 





IN THE AIR. In single or multi conduc- 
tors, Durasheath truly is a one-type cable for 
ail-type use. 
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General Electric brings you a new, 


bigger slimline fluorescent lamp! 


. .. gives modern streamlined lighting 
with low maintenance cost, long life. 





‘ ERE it is! A big new slimline fluorescent 
| , lamp ... 8 feet long, |! inches in di- 
g ameter... 75 watts, and it has a greater light 


output than any other General Electric fluores- 


— st hs OO! 




















f “ 
cent lamp. 
It’s the new General Electric T-12 slimline. 
5 — Py 
When you're designing cool, modern stream- 
lined lighting for stores, offices, factories, better 
investigate the sales-making possibilities of G-E : 
slimlines and particularly this newest member 
of the slimline family . . . the ‘T-12. 
In addition to its size, this new lamp offers 
your customers all these important advantages )] & 
of G-E slimline lamps: 
1. Easy maintenance. Single-pin base 
makes it easy to install and replace. 
2. New streamlined appearance. 
oe 3. Instant start—no starters needed. 
Two Zreats ales SLIMLINE 
m akers—Gen eral FLUORESCENT 4. High efficiency—more light per watt. 
Electric’s 96” slim- LAMPS 
line lamps: 5. Long life. 
T-8 (1” dia.) 
New T-12 (115" dia.) . . F ~ . - 
ew T-12 (115" dia For latest information about General Electric lamps 
and help with any lighting job, call your nearest G-E 
Lamp office. 
Have you seen this new 
booklet —““Modernize with 
G-E Slimline”? For your free 
copy, write toGeneral Electric, 
Department 166-ES 10, 
Nela Park, Cleveland 12, Ohio. 
Pe 
joe 
[4 
e ys 4 4 
You can put your confidence in — 
i * 
& 
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Plugs and Receptacles 


are circuit breaking and 
SAFE without additional 
disconnect equipment. 


A 








Pe. 

=, : Grounding pole is longer than the others so 
CRess © contact in the grounding circuit is made first 
the receptacle 


. and broken last. 
housing. 





The arc formed by pulling the plug is instantly 
snuffed in the confined insulated arcing 
Arktite Plugs and chamber. 
Receptacles are 
made in two styles. 
With either style 
the portable appli- 
ance is grounded 
before it is energiz- 
ed and remains 
grounded until af- 
ter it is discon- 
nected. 


Each plug contact fits closely the opening 
of its individual arcing chamber. 


The arcis broken while the plug contact 
is still a considerable distance inside of 
the arcing chamber. There is no danger 
of the arc traveling over to the other side 
of the circuit or to the housing. 





——<—Two-piece plug is easy to take 


Arktite Style 1 is for uSe apart and reassemble. 


under conditions where 
it is acceptable to use 
the contact of the plug 
sleeve with the recepta- 
cle housing to complete 
the grounding safety 
circuit. The extra 
grounding conductor in 
the portable cable is 
bonded to the plug 
handle. 


Direct-pressure clamp insures 
positive grip on the conductor 
cable. 


} CROUSE-HINDS offers 
the only complete line of 
circuit breaking plugs 
and receptacles—20O 
Amp. to 400 Amp., 250 
volt D.C., 600 volt A.C. 


Complete listings are in the 
Condulet Catalog. 





Arktite Style 2 (illustrated here) 
has an extra grounding pole which 
is protected against dirt and 
corrosion. This grounding pole 
forms a parallel circuit with the 
plug and receptacle housings and 
assures continuity of the grounding 
safety circuit under severe service. ‘ 
The green line 
indicates the 
Grounding conductor is bonded to the Arktite Style 2. grounding 


plug handle. Sectional View safety circuit. 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


Offices: Birmingham — Boston — Buffalo— Chicago — Cincinnati Cleveland — — Dallas — —o™ Detroi t— see. Indianapolis — Kansas City — Los Angeles — Mi lwaukee — Minnecpclis — New York — aa _—— 
Pittsburgh — Portland, Ore. — San Francisco — Seattle —St. Louis — lesident Albany — Atlanta — Baltimore — Charlotte — New Orlecns — Richmond. Va. — Salt Lake 
CROUSE- HINDS COMPANY. OF CANADA. LTD., Main Ott ice end Plent: TORONTO, ONT. 


CONDULETS - TRAFFIC SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS 
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Why you ean depend on Kaiser Aluminum Conductor 


You're sure of dependable supplies of Kaiser Alumi- integrated production includes all this under one 
num Conductor — because Permanente Metals’ fully roof at centrally located Newark, Ohio: 









oll i 
e, 
at * —o 


1 Rod Rolling — Cast from high purity Kaiser Aluminum 2 Drawing — On the most modern equipment in the alumi- 

* pig from Permanente Metals’ two reduction plants, ingots * num electrical conductor industry, Kaiser Aluminum rod 
: PisnG, Ins ; : 5 : y : ; 

pass through breakdown mills to become rods for wire drawing. is drawn into wire. Here it passes through a series of ten dies. 





ci 


3 Stranding — Manned by experienced, highly skilled per- 4 And the most valuable asset of all: Knowl- 
* sonnel, cable stranders for Kaiser Aluminum electrical con- * edge of your conductor problems, and the ability to send 
ductor spin at high speed. Finished conductor emerges at the left. your shipment of Kaiser Aluminum Conductor out on time. 


Permanente Metals 


PRODUCER OF 





Do you need aluminum conductor? 


To take advantage of early delivery © oO 

schedules, contact any office of Per- OSelr OAR, I) 
manente Products’ nationwide sales WY | | 
organization. 


SOLD BY PERMANENTE PRODUCTS COMPANY, KAISER BUILDING, OAKLAND 12, CALIFORNIA . .. WITH OFFICES IN: 


Adanta * Boston * Chicago * Cincinnati * Cleveland * Dallas * Denver * Detroit * Houston * Indianapolis * Kansas City 
Los Angeles * Milwaukee * Minneapolis * New York * Oakland * Philadelphia + Portland, Ore. * Seattle * Spokane * St. Louis * Wichita 











Also available through General Electric Supply Corporation, Westinghouse Electric Supply Company, and Line Material Company. 
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Easier, faster starting of 
nuts. 

Acts as a Drift Pin. 
Protects thread when bolt 
is Criven out or when stud 
bolts are driven in. 
Drivepoint finds the hole— 


° eee easier, quicker installation. 
OW Mt hel Ky Q Costs no more than or- 
7 dinary machine or cross- 


arm bolts. 


HUBBARDAS°T COMPANY 


PITTSBURGH OAKLAND 
CHICAGO CALIFORNIA 
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"!CSP! saved us $17,165.50 
in our urban radial system" 


So said this midwestern operator after installing 650 Completely Self-Protecting 
distribution transformers. 

When the 2,400-volt radial feeders for urban and suburban areas outside the down- 
town network system became seriously overloaded, distribution voltages were stepped 
up to 7,960/13,800 volts wye. 

Economically, the utility found this comparison of costs beyond the price of the 
basic transformer: 





‘ FOR CONVENTIONAL FOR “CSP’’* INSTALLATION 
INSTALLATION Additional cost of “‘CSP”’ over the 
Arrester, installed....... . $30.00 conventional transformer—in- 
Fuse mounting and fuse, cludes built-in lightning and $34.13 
NG on eb a 20.00 thermal protection plus load in- 
Two 8 ft. crossarms, dicating light. 
fo Ee 12.00 Higher pole for secondary lead 
3 ft. crossarm, installed... .4.00 CPR icertccrkenans sees 5.00 
WN io ¥vercunteates $66.00 IC a icwon oalaigkaicmioe $39.13 


) 9 


Simple arithmetic makes 650 “CSP” installations save $17,465.50. What’s more, real pro- 
tection from overload was secured—with semiautomatic load check as a bonus, 
Conventional transformers with fuse links could not supply this protection and still 
withstand lightning surges. 

One thing you can be sure of: the built-in protection of “CSP” saves installation 
costs. Westinghouse Electric Corporation, P. O. Box 868, Pittsburgh 30, Pennsylvania. 


J-70526 








\ *Trademark—Reg. U. S. Pat. Off. 


HERE’S PROOF FROM U. S. A.—Thirty case histories of 
Completely Self-Protecting transformers, with names, 
dates, places, facts and figures. Get your copy of B-4248. 


Call the W estinghouse Salesman 





art 


n> ~—s TRANSFORMERS 
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FOR SAFETY'S SAKE... USE CONDUIT (Full Weight Rigid Steel) 


Another conduit job 
exclusively Youngstown’s Buckeye > 


i 


A tribute to dependable quality! 

All the wiring of this new utility station 

in Buffalo, N.Y., is insured positive and 

lasting protection through the exclusive 

use of Youngstown’s standard-threaded 
full-weight rigid steel conduit. 














BUCKEYE CONDUIT 
THE YOUNGSTOWN SHEET AND TUBE COMPANY Sere! Ottces Youngstown Bate 


Manufacturers of Carbon, Alloy and Yoloy Steel Export Office-500 Fifth Avenue, New York 


CONDUIT - PIPE AND TUBULAR PRODUCTS - BARS - RODS - COLD FINISHED CARBON AND ALLOY BARS - 
SHEETS - PLATES - WIRE - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - RAILROAD TRACK SPIKES 
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Point pressure contacts provide 
full rated current capacity with 
each bar of these contacts mak- & 
ing its own distinct contact. 






KEARNEY 


oP Re gU lator Sioanee | 
By-Pass 
Switches 


me my 





5: 
* 5 a3 
ye 







Auxillary 
guishing Switch pre- | 





alsimag spacers. 





Hot dip galvanized 
channel iron base may 
be drilled at factory to 
meet customer's spec- 
ifications for special 
installations, 


liminate the hazards of opening the wrong disconnect. Pull one ring and take 
care of four distinct switching operations—by pass the main line, open both 
leads to the regulator and interrupt the exciting current. Restore the regulator in 
service simply by closing the By-Pass Switch as you would any other disconnect 
switch. Simple, safe and entirely automatic. 


JAMES R. KEARNEY CORPORATION 4224-42 Clayton Avenue, St. Louis 10, Mo. 


Canadian Plant * Guelph, Ontario 









JAMES R. 


KEARNEY 


CORPORATION 


ST.LOUIS, MO. 142 
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A typical BullDog DF-30 Switch- 
board. BullDog manufactures 
Vacu-Break Safety Switches * 
SafToFuse Panelboards * Su- 
perba and Rocker Type Lighting 
Panels * Switchboards * Circuit 
Master Breakers * “‘Lo-X"’ Feeder 
BUStribution Duct * “Plug-in” 
BUStribution Duct * Universal 
Trol-E-Duct for flexible light- 
ing * Industrial Trol-E-Duct for 
portable tools, cranes, hoists. 





Master-control engineered 
fo your plant problems 


EET the switchboard that considers both today 
M and tomorrow in bringing you power control... 
the BullDog DF-30 type. Engineered to your present 
needs, it is still flexible enough to take future changes 
in stride. 

BullDog DF-30 Engineered Switchboards are con- 
structed compactly, but provide spare space for 
possible extra requirements later on. In addition, 
individual switch units are interchangeable, making 
possible quick replacements when circuit loads change. 

Switch units in DF-30 Switchboards are the famous 
BullDog SAFtoSWITCH units, approved by Under- 
writers for all sizes from 30 to 1200 amperes inclusive, 
600 volts and less. 


Phantom view of a DF-30 
SAFtoSWITCH unit, showing 
the frictionless ball-bearing 
guide mechanism. Separate 
fuse and switch compartments 
prevent accidental contact 
with live parts while replac- 














SAFtoSWITCH units in BullDog DF-30 Switchboards 
have ball-bearing action, greatly reducing friction. 
Quick, simultaneous double-break switch action cuts 
dangerous arcing. In “OFF” position, both “line” and 
“load” are disconnected, eliminating feedbacks. 

Main circuit-breaker protection, transformers and 
metering equipment can be built into your DF-30 
Switchboard. Ask your local BullDog Engineer for 
full information. 





BullDog Field Engineers welcome the opportunity 
to sit in with you during the early planning stages 
of a building project. Their knowledge of electrical 
distribution layout can mean savings in installation 
costs, as well as efficiency and reliability in actual 
operation. Why not take advantage of this service? 


BULLDOG ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN * FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


(2) BULLDOG 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
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A GENERAL-PURPOSE* 
INSULATING VARNISH 





CHECK THESE OUTSTANDING 
CHARACTERISTICS | Mechanical Strength 


Build relative. . . Excellent 


Adhesion ... . Excellent 








Toughness... . . Excellent Now you can get a high-quality varnish 
Hardness . . . . Excellent for every type of winding except extra- 
Flexibility . . . . Excellent high-speed armatures—General Electric’s 
Oi ae ° coi ‘ : 
Penetration . . . Excellent new general-purpose insulating varnish 
witeemen dictions — G-E 9574. Particularly easy to work 
igh-temp. ; a 
UNUSUAL High-temp with, G-E 9574 can be used at 
i : bonding. . . . Excellent ° : 
) € ( Chemical Resistance barrel gravity or reduced up to 20% with 
. ordinary petroleum spirits. This clear 
Water .... Excellent ; 
varnish bakes and cures at temperatures 
ae Excellent ‘ ; : 
as low as 212 F in conventional baking 
ee Excellent ; | 7 = 
oe iii equipment. It easily penetrates the 


deepest coils, forming an even film. 


Salt water . . Excellent ee ee 


Its aging properties are excellent. 








EXCELLENT 
x FOR MORE DETAILS, 
Electrical Properties write for new bulletin to your 
local G-E Distributor or to Section 
Dielectric strength, volts/mil 22-5, Chemical Department, 


General Electric 
Company, Pittsfield, = 












*G-E 9574 gives excellent Dielectric strength, after 24 a 
ha depistad-prcrdtgsredes oe Massachusetts. ta 
results on all types of coils sie a a 
: hours’ immersion in water 
except extra-high-speed & 
armatures. It is one of G.E.'s at 25 C, volts/mil . . . 700 g 4 7 4 
complete line of electrical 
> . p ee verre k be oh yee nende! 
insulating materials, 
> = 
Sine, 
ine “Ottery, 





You can pul your confidence tn— 
GENERAL ELECTRIC 


CD49-Ma4 
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.  @UIKHETER si 


Your customers will thank you again and again for installing 
the Electric Quikheter in their new or remodeled homes. 


The Quikheter quickly changes a cold, shivering bathroom 
into one that’s cozy and warm... merely by flipping the switch 
—conveniently mounted in the unit—that starts a delightful flood 
of warm air. 


Customers will like its long-lasting, dependable performance, 
since the absence of moving parts insures trouble-free operation 
for years and years. And they will also like its penny-pinching 
economy ... for the @ Quikheter costs but a few cents per hour 
of continuous operation. 





The Electric @) Quikheter features both ra- Make your customers happier by installing @ Quikheters in their 
diant and convection heating principles. Cool, ~“ ii 
floor-level air is drawn up into the heater, homes... so that when they need comfort most, it’s there! 


warmed, and sent evenly throughout the room. 


The heater has a Nichrome heating element a as “ : 
Fete caer 8 ao kebetigmaergitse reg lamgentaany For more information see your nearest Representative (he’s 


ing parts or fans to become faulty. Attractive listed in Sweet's) or write for Bulletin No. 1102 
- ,’ . . 


polished chromium cover is easy to clean. 


Frank oCdam Electric Co. Wp 


ST. LOUIS 13, MISSOURI 






Ses (SNM Ey 3 REC oN 
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EASIER TO INSTALL... 
The COOLAIR Attic Fan Package is easier to install, 
allows the dealer to sell at lower cost for the com- 
plete job. Lower cost means more sales and greater 
profits for the dealer! 


MORE SIZES TO CHOOSE FROM... 
Choice of EIGHT sizes of single and tivin units mean 
more sales, too, because there’s a Coolair Attic Fan 
Package to fit every size and type of home. 


SHUTTER IS COMPLETELY AUTOMATIC ... 


Coolair Attic Fan Packages offer greater convenience 
and safety to the user. The patented shutter opens 
and closes as fan is turned on and off. 
automatically in case of fire. 


Closes 





15 








Selling Service 


A definite selling plan helps this 
contractor get the big jobs 


A CERTAIN AMOUNT of elementary 
“merchandising” is required in suc 
cessful promotion of large-scale electri- 
cal installations, according to Fred 
Oertli, president of Guarantee Elec- 
trical Company, St. Louis, Missouri. 

Mr. Oertli, who built his electrical 
contracting firm from 6 employees 9 
years ago to more than 200 at,present, 
considers himself both a salesman and 
an engineer—in that he has consis- 


An important phase of Guarantee Electrical Company’s 
selling program is to let large industrial plant operators, 
who may be prospects for electrical installation and mod- 
ernization work, know about the large contracts just com- 
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by Robert A. Latimer 


tently utilized each large-scale power 
or wiring installation to sell others, 
with a dramatic presentation plan 
which goes far beyond usual selling 
methods. 

Guarantee Electrical since the be 
ginning of the war, has handled some 
of the ‘argest electrical installation 
jobs in the St. Louis area, including 
a huge sintering plant for Aluminum 
Company of America, U. S. Rubber 


Reclaiming Company, Couples-Hesse 
other 
In many instan- 


Paper Company, and 
large-scale contracts. 
ces, Guarantee Electrical Company, 
which recently completed a beautiful 
new executive office and shop build 
ing on Gravois avenue in South St. 
Louis, handled the entire job ‘‘from 
the ground up,” engineering the en- 
tire installation, designing equipment 
to meet particular problems, etc. 


many 





pleted. Fred Oecrtli, president of Guarantee, maintains a 
portfolio of photostats showing design and construction 
details of all large jobs completed. These have been used 
advantageously in showing prospects the firm’s capabilities. 
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Each of these facts is shown in the 
convincing photostatic copies of in- 
stallation blueprints, which are uti- 
lized by Mr. Oertli and other engi- 
neers of Guarantee Electrical Com- 
pany in putting across a_ particular 
point, or “cinching” installation con 
tracts. 

Instead of using the usual sche 
matic drawings which have _ little 
meaning for the layman, Guarantee 
Klectrical Company engineers are 
equipped with 14x20 inch photostatic 
copies, in white on black, which de- 
tail exact measurements and installa 
tion techniques on most of the big 
installations they have handled. For 
cxample, a typical blueprint copy of 
an installation made for Midwest 
Rubber Reclaiming Company, in 
Monsanto, Illinois, details the com 
plete installation of conduits and 
manholes, all on a single sheet. Shown 
are precise locations, with measure- 
ments for every conduit, outlet, 
ground rods, manholes, motors, start- 
ers, switch gear, terminals, etc. 

“Most industrial executives are rea 
sonably familiar with blueprints,” Mr. 
Oertli pointed out, “which makes it 
far easier for them to follow the pro- 
gression of work previously installed, 
and to appreciate what has actuall 
been done to solve particular prob 
lems. ‘The schematic, on the other 
hand, is merely a maze of lines and 
descriptions, which means little to 
anything but an electrician or an clec- 
trical engineer. ‘Therefore, for every 
large installation we complete, wheth- 
er transformer, switches, power, con- 
duit, etc., we make up a complete set 
of photostatic copies of blueprints 
which is, in effect, a sales kit for meet- 
ing similar situations in the future.” 

‘The completely detailed photostats 
cover almost every conceivable type of 
installation, having been kept up since 
the St. Louis contractor assumed con- 
trol of the long-established Guarantee 


(Continued on page 53) 


For several years, the Guarantee Elee- 
trical Company has specialized par- 
ticularly on industrial and large com- 
mercial electrical installations. Here 
are installations that are typical of 
those handled. (Top) An Oecrtli in- 
stallation of a substation, designed, 
fabricated and connected by Guaran- 
tee at Monsanto, Ill. (Center) An 
electric annealing tunnel built at the 
Hussman Ligonier plant by Guarantee 
Electrical for metal treating. (Bot- 
tom) Mr. Oertli designed this high 
tension switchboard to solve a serious 
power shortage at the Emerson Elec- 
tric turret production plant until a 
conventional manufactured — switch- 
board arrived. It saved many months 
of production time for turrets. 
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Nashville contractor 
Jack Moyers demonstra- 
tes to a customer the 
advantages of a_ push- 
button heating system. 


Electric Heating 


--Break down sales resistance 
with a flip of the switch 


by Ross L. Holman 


For THE past three vears Jack 
Moyers has done a fine job—show- 
ing Nashville and Davidson County 
customers the advantages of buying 
kilowatts instead of coal to heat their 


premises. 
And one would be surprised to 
find what a tremendous harvest in 


electric heating is awaiting the con- 
tractor in nearly every section. Jack 
is not only heating newly constructed 
houses the push-button way, but 50 
per cent of his kilowatt heating is 
now being done in old homes that 
had no intention of ever warming up 
under electric power. 

Not only that, but he is getting 
a promising demand from stores, of- 
fices, and other commercial build- 
ings that have to pay the commer- 
cial rate on this type of heating. Add 
to this picture the fact that 85 per 
cent of the new homes being erected 
in the Nashville area are being in- 
sulated and wired for electric heat, 
and it adds up to a sales situation 
the aggressive contractor can well af- 
ford to develop. 

Jack couldn’t tell offhand in just 
how many homes he installed elec- 
tric heat last year, but he roughly 


18 


to be between 
Donelson sub- 
this form of 


estimates the number 
200 and 300. Ina 
division he _ installed 
winter comfort in 28 residences at 
one crack. His commercial heat in 
stallations are just beginning to shape 
up but he has done quite a job in 
this class of work as well as in resi- 
dences. 

We have learned that electric heat 
can compete with coal more success 
fully than few would have predicted 


a few years ago. ‘For example,” 
explained Moyers as he thumbed 


through his file, “here is a woman 
who built a 5%-room house in Old 
Hickory. I made a complete instal- 
lation of all the wiring and wall type 
heaters. I finished the job with heat 
ready to switch on for $470. Her 
entire bill for heat, lights, radio, re- 
frigeration, and all other uses is only 
$75 to $85 a year. Could you in- 
stall a hot air furnace at much less 
cost and operate it any cheaper?” 

Jack uses either of two types of 
wall heaters. He says _ installation 
costs run from $400 to $800 or more 
on 5-to-7-room houses and the cost 
of maintaining a comfortable room 
temperature at local power rates will 
in every case be as cheap and often 
cheaper than coal. 


Practically all newly built pzesent 
day residences are heavily insulated in 
construction for the added comfort 
such homes provide, even where kilo- 
watt heating is not planned. But 
even older residences that were not 
insulated at time of building are be 


ing rapidly insulated and_ weather- 
stripped for this extra comfort. 


When they are so treated, many of 
them become fine prospects for elec- 
tric heat. 

“Here is an old time 18-room resi 
dence,”’ said Jack as he thumbed an- 
other record card out of his file. “‘I 
haven’t wired it vet but I have the 
contract. It is one of those old 
homes built when people tried to dis 
play their wealth in the size of their 
homes and immensity of their rooms. 
The rooms in this house are 18 to 
to 20 feet square with a living room 
still bigger. The owner is a wealthy 
farmer who is well able to do this, 
but even at that I am giving him a 
power-heating job that will save him 
money. 


“IT have contracted this job for 
$4,100, which includes the wiring 


and a sufficient number of wall-type 
heaters to supply the needed tem- 
perature. Both the power compan 
officials and I estimate the cost of 
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heating after completion will run 
from $340 to $360 a year. His heat 
bill under his present coal furnace 
is running $300 a month. He has 
had to lower some of his high ceil 
ings and spend for other carpenter 
work in addition to what I am charg 
ing him to make this electric heai- 
ing cost possible. But even at that 
he will save enough in a few years 
to pay for this improvement.” 
Now, of course, there are many 
types of old residences in which elec- 
tric heating will always be too cost 
ly to use. Mr. Moyers says he has 
to resist the temptation to take on 
a juicy contract for an impossible 
old residence for which the owner is 
clamoring for power heating. Jack 
says he could make a lot of money 
on some of these homes. But when 
the customer begins paying his pow- 
er bills, he could say things about 
him that would lose him far more 
money than the job was worth. Hc 
ays contractors who are taking on 
this kind of work shouldn’t be swept 
off their feet by the prospect of an 
old residence job that will backfire 
when the owner turns on the switch 
ind finds he is still shivering. 
Although commercial — buildings 
have to pay the commercial rate on 
clectric heating, Jack is selling some 
of them jobs that are actually say 
their old furnace-fit 
ing systems. Many stores and of 
fices have to use janitors to keep 
their furnaces stoked. ‘They have to 
spend other money to clean walls, 
dust off soot-covered merchandise, 
etc. For store jobs Jack uses a swing 
ing type of heater that is suspended 
from the ceiling and_ throws _ its 
warmth across the house in a most 
comforting manner. He _ recently 
equipped a coal-heated restaurant 
with a ceiling heater and the owner 
was delighted to learn that he was 
actually saving money over the 
change. The owner made the instal- 
lation because of the added conven- 
ience and cleanliness and not with 
the expectation of getting it cheaper. 


Ing money On 


Come to think of it, you can tell 
a customer more things about elec 
tric heat to break down sales resis- 
tance than about any other method 
of driving away the chills. For one 
thing, vou just flip a switch and 
the house is warm for the rest of 
the winter. No soot-sifting over the 
house from furnace below, no_back- 
breaking, skin-smudging drudgecv. 
No huge amount of basement floor 
space for coal and you don‘t even 
need a basement. ‘These and many 
other advantages can be played up 
by aggressive salesmen even in the 
higher rate sections, where they will 
more than justify any increase in 
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cost over other methods of heating. 
Nashville happens to be in the 
TVA area where the average rate for 
an electrically heated residence 1s 
about 34-cents a kilowatt-hour. How 
ever, power authorities estimate even a 
l-cent rate is economical, even where 
the additional advantages are not 
considered. In fact, Mr. Moyer be 
lieves that even in the higher rate 
sections of the South the wealthie1 
classes are good prospects for clec- 
tric heat installations because of the 
added conveniences. 
Mr. Moyers does a 
tracting business in the Inglewood 
Section of Nashville. It includes 
commercial and residential wiring of 
all kinds of which electric heating 
is one of his major activities. He 
belongs to the Nashville Electrical 


general con 





Contractors Association. 

He gets some of his heating con- 
tracts by advertising. He runs a large 
display ad in the Inglewood paper 
which covers his suburban section of 
Nashville. He says his most effec- 
tive periodical ad is the one he car- 
ries in the classified business section 
of the telephone book. ‘This, he says, 
is an ad that never runs out of date 
as long as the phone book is in use 
and the returns from it are so good 
he is doubling the space for next 
vear. ‘This ad is given added strength 
by carrying the seal of the Nashville 
Contractors Association showing him 
to be a member. His firm is not 
only listed under the heading “Elec 
trical Contractors,” but also in the 
“Electric Heating’ classification. 

(Continued on page 22) 


A home demonstration of an electric heating system in actual use carries 

more weight than a store demonstration, according to Jack Moyers. Neigh- 

bors and friends see the system as it would be in their own home. In the 

top photo, the same customer who witnessed the store demonstration by Mr. 

Moyers on the previous page is inspecting a wall heater already installed. 

In the bottom photo, Jack Moyers checks over a blue-print before installing 
an electrical heating system. 
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Newspaper Plant 


-- - Carefully designed lighting symbolizes 
forward look” of this Texas newspaper 


by W. E. Folsom, 


Illuminating Engineer, 


Dallas Power & Light Company 


THE NEW PLANT of the Dallas 
VMiorning News is outstanding in the 
Southwest and one of the finest in 
the nation. ‘This monumental struc 
ture, 194 by 303 feet, has a basement, 
3 main stores, and a penthouse. — Its 
3,500,000 cubic feet are completels 
air-conditioned. ‘This air condition 
ing plant of 300-ton capacity has three 
separate air conditioning units for the 
different requirements of various parts 
of the building. Of special interest 
is the air conditioning system of the 
press room designed to provide the re- 


quired high humidity to minimize 
static. 
Almost every operation in this 


ultra-modern plant is mechanical. Vor 





The new ultra-modern plant of the Dallas Morning News 
is the ultimate in mechanical operation. The plant is equip- 
ped with every modern electrical application for maximum 
production efficiency and economy of operation. Careful 
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example, conveyers are used in every 
step of handling the paper from bring- 
ing in rolls of news print to the press- 
es to the discharge of the finished 
product to the shipping platform. In 
this and every other manner this 
great newspaper plant is 100 per cent 
equipped with every modern electri- 
cal application for maximum produc 
tion efficiency and economy of op 
eration. Employee safety has receiv- 
ed every consideration, including care- 
ful attention to every lighting detail 
which might contribute to better sight 
everywhere in the plant. 

On entering the main lobby, 100 
feet long and two stories high. one is 
awed by the composition of mural, 
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marble, and design. ‘The mural paint 
ed by Perry Nichols and eight other 
Dallas artists depicts, on the west 
side, the history of the Galveston 
News, the parent of the present pap 
er, from 1842. ‘The story of the Dal 
las Morning News, established in 
1885, is chronicled pictorially on the 
east wall. The murals curve over the 
north entrance and join for a continu 
ous panorama almost 155 feet long. 

The lighting of the mural is accom- 
plished by asymmetric _ prismatic 
plates spaced 3 feet on center, 2 feet 
from the wall with 200-watt lamps. 
The central area is lighted by metal 
and glass slimline units suspended 
from “V” arched panels in the ceil 
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attention to every lighting detail contributes better sight 
everywhere in the plant, which covers five acres of floor 
space, and is 194 by 303 feet over-all. The News is Texas’ 
oldest business institution. 
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ing, with the rows of lighting units on 
8'-foot centers. The average illumi- 
nation on floor level is 20 foot-can- 
dles. Dark red marble surfaces coun- 
ters, columns, and intervening walls. 
Over counters are louvered panels 
translighted by 40-watt fluorescent 
lamps. 

Warmth is added by a sweening 
walnut panel curving into a ceiling of 
troffers over the elevator lobby, light 
ed by fluorescent lamps. 

On each side of the lobby is an of 
fice of which Photo II is typical. 
EKight-foot Holoflux units on 9'%- by 
13-foot centers provide an illumina 
tion of 50 foot-candles. Incandescent 
Holophane units (not lighted in 
photo) are for night lights. Walls 
are gray-green and furniture is grav. 
Desk tops are light gray linoleum. 
Floor is gray-tan tile. 

The library on the second floor is 
lighted to an average of 35 foot-can- 
dles by plastic indirect fluorescent 
units suspended on 7-foot centers 
from a “V” arched ceiling. ‘The gray 
tan color scheme is conducive to the 
quiet needed in this research area. 

On the third floor above the press 
room is the composing room. ‘Three- 
lamp industrial fluorescent units are 
functionally arranged to provide up to 
165 foot-candles in the central area. 
Spacings of units vary with locations 
of type-setting tables. ‘The walls and 
floor are finished in eye-comfort grav. 

‘This is an incomplete idea of the 
fine illumination in the Dallas Morn- 
ing News plant, but will serve to indi 
cate the painstaking care of ever 
lighting arrangement. 

This plant is the first in the South 
west and one of two in the United 
States using an electronically-control- 
led system of printing press drives. 
hese drives control 800 horsepower 
in 20-40 hp motors. This control 

(Continued on page 24) 


Photo 1. The colorful main lobby of 
the Dallas Morning News Building is 
100 feet long. Lighting is by glass 
units with slimline lamps suspended 
from “V” arches in the ceiling. Mural 
lighting is done by recessed prismatic 
plates with 200-watt lamps. 


Photo 2. The general office is lighted 
to 50 foot-candles by 8-foot Holoflux 
units on 91% by 13 foot centers. 


Photo 3. The library is lighted to 35 
foot-candles by plastic indirect units 
with 40-watt fluorescent lamps. 


Photo 4. The composing room is light- 
ed to bright intensities — up to 165 
foot-candles — by 3-lamp_ industrial 
units mounted in relation to the posi- 
tions of the type-setting tables. 
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Power Company Use 


Of Mobile Radio 


MosiLrE SERVICE units equipped 
with two-way radio now keep constant 
check on the entire high-voltage trans- 
mission network of American Gas and 
Electric Company, covering the major 
part of seven states, Philip Sporn, 
president, disclosed recently. 

American Gas and Electric Com 
pany was once of the first power com 
panies to equip its maintenance crews 
with two-way radio; and its radio net- 
work is now the largest owned and op- 
crated by a public utility. 

The system has proved so success- 
ful that it has grown in three vears 
from a single, small experimental sta- 
tion to a network of +7 fixed stations 
and more than 500 radio-equipped 
trucks and cars, representing a_ total 
cost of $560,000. 

The radio-equipped trucks and cars, 
intended primarily for direct mainten 
ance service to customers, were first 
introduced in areas of great customer 
concentration, Mr. Sporn explained. 
Extension of the system to smaller 
and smaller communities has resulted 
in a network that now covers all ter 
ritories on, or adjacent to, the svstem’s 
high-voltage lines. 

“We have come to appreciate the 
importance of radio communication as 
a means of mecting the demand for 
uninterrupted clectrical service,” Mr. 
Sporn continued. 

American Gas and Electric Com 
pany and its subsidiaries serve morc 
than a million customers, in 2,000 
communities in seven states. 

The system’s +7 fixed radio sta 
tions, situated in buildings similar to 
commercial radio stations, operate on 
frequency modulation on a 31,460- 
kilocycle channel. ‘The mobile units 
give perfect reception and transmis- 
sion within a radius of 20 miles from 
the fixed stations. 

Height of the permanent masts 
needed to give this coverage is dete.- 
mined by use of a barrage balloon, 
purchased from Army surplus stores. 
he balloon raises an antenna to an, 
height desired, to permit coverage 
testing by mobile units on the ground. 

Crews in the radio-equipped trucks 
can communicate not only with sta- 
tions, but with each other. This 
makes possible rapid and exact loca- 
tion of trouble, anywhere on the sys- 
tem’s lines, even beyond the range of 
the main station. 

Use of the two-way radio makes 
practical aerial patroling of the sys- 
tem’s lines. An observer in a plane 
spots broken insulators, untrimmed 
trees, and other conditions dangerous 
to the lines, and reports them to the 
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service crews by radio. The plane re- 
quires only a low-power transmitter, 
since any desired coverage can be ob- 
tained merely by flying at a higher 
altitude. 

Advantages of radio communication 
in making possible swift and efficient 
maintenance of lines and customer 
services have proved so great that the 
mobile radio units are now supple- 
mented by several types of portable 
radios, Mr. Sporn stated. 

Walkie-Talkies such as were used 
by the armed forces during the war 
are carried by men patroling the lines, 
to summon trucks to the scene of any 
trouble located. Handy-talkies, which 
can communicate only with similar 
devices, permit survey and construc- 
tion crews to carry on work continu- 
ously without interfering with the 
maintenance truck radios. 


Public Relations 
For Utilities 


FOUR PRINCIPLES to guide utility 
company policies in communicating 
and selling ideas were offered bv J. 
Stanford Smith at the Maryland Utili- 
ties Association meeting in Virginia 
Beach, Va., September 9. 

Mr. Smith is manager of the Adver- 
tising and Sales Promotion Divisions 
of the General Electric Company’s 
Apparatus Department, oldest and 
largest operating department of the 
company. 

The four points he suggested are: 

1. Allocation of adequate promo 
tional funds; 

2. Having a sincere interest in the 
customers’ welfare; 

3. Keeping up with the times; and 

+. Working harder at the public 
relations aspects of the job. 

Labeling aggressive, inspired sell- 
ing as “essential to a high standard-of- 
living economy,” Mr. Smith said the 
four principles which he suggested 
“should guide our companies’ policies 
in communicating and selling clectri- 
cal ideas to consumers and manufac- 
turers alike.” 

Of the first point—allocation of 
adequate promotional funds—he con- 
tended that “exactly as the times call 
for more intensive sales effort they 
do, in many situations, call for in- 
creased advertising and sales promo- 
tion.” 

Such an increase is basic, Mr. 
Smith maintained, “whether you're 
selling electric power or equipment.” 
Cutting promotional budgets when 
sales drop, he said, is an “old fash- 
ioned” habit, a “desperate and short- 
sighted measure.” 


“It’s like burning your overcoat to 
keep warm, when the snow starts fall- 
ing,” he declared. 

In discussing the second principle 
—interest in the customers’ welfare— 
the General Electric official pointed 
to his own company’s “More Pow- 
er to America’ programs as_instru- 
ments which enable the electrical in- 
dustry to build customer prospcrity. 

There are 15 such programs at 
present, ranging all the way from 
laundry electrification to textile plant 
modernization and from industrial 
power distribution to adequate wiring 
for the farm, he explained. 

Advocating that clectrical com- 
panies “keep up with thee times’ — 
the third point—he said, “‘too many 
of ts think only in terms of long 
established forms of promotion.” 

He questioned whether or not ade- 
quate attention is being given to the 
newer forms such as motion pictures 
and. television. Asserting that televi 
sion is “beyond doubt” the fastest 
growing promotional medium in the 
nation today, he commended one of 
the companies of the Association for 
active participation in local television 
affairs. 

The fourth point, the need for 
working harder at public relations, 
was underscored by the concern he 
expressed over a recent survey which 
showed that 60 per cent of house- 
wives and school teachers who were 
interviewed thought that advertising 
increases the price of goods to the 
custonicr. 

In this connection, he said, “may- 
be advertising needs some of its own 
medicine.” 

Public opinion, Mr. Smith con- 
tinued, influences every phase of busi 
ness including taxes, financing, labor 
supply, purchasing, college recruiting, 
and building leases, as well as sales. 

“The wise man hides not his light 
under a bushel, but puts it on the 
table that it may give light to all the 
house,” he concluded. 


Electric Heating 
(Continued from page 19) 


He says he gets most of his new 
contracts, however, from  next-doo- 
neighbors to his electrically heated 
customers. Whenever he installs a 
heating system in any _ residential 
section, furnace-fizing neighbors be- 
gin immediately to drop in to see 
how it works. ‘That is one reason, 
explains Jack, it is so vitally impor- 
tant to resist installing one in a home 
when it won’t work economically or 
satisfactorily. ‘The kind of black eye 
advertising such a dissatisfied custom- 
cr could give you would be devasting. 
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Ir may be trite to make such a 
seemingly obvious remark as, ““No or 
ganization can exist without person 
nel problems.” Yet, while these prob 
lems cannot be entirely ignored, then 
importance is often by-passed. 

Since 1919 I have been in the ele< 
trical contracting business. For 30 
vears I have been emploving men. 
Frankly, what I have learned has been 
by the old trial-and-error method. | 
went through the confused and ex 
asperation period. 

I believe it not unusual for contrac 
tors to follow a pattern. That is, at 
the beginning thev had the confid 
ence that they knew the various 
phases of the business, electrically 
speaking. ‘This was, probably, aug 
mented by having a few worthwhile 
connections with general contractors, 
jobbers, mianufacturers, and, of course, 
social or service connections. 

But there was one shortcoming—a 
knowledge of men. 


When one takes upon himself the 
responsibility of a pavroll, he should 


know men. Few do, however. As a 
consequence directions are often mis 
directions. But we struggle along, 
ever trving to absorb our losses—and 
benefit by them. ‘This, needless to 


say, 1s a costly wav to accumulate 
knowledge. 

Our work is mostly industrial. At 
the moment we have a number of 
contract jobs to fulfill. These are 
major jobs. But better than 50 per 
cent of our volume is “open.” Na- 
turally, we welcome this type busi- 
ness. “Open” or cost-plus jobs are 
usually let as a. gesture of faith and 
trust. This is an enviable reputation 
to possess. And we like to think 
that our organization as a whole is 
responsible for this. And this brings 
us back to personnel. 

Most of our men have been with 
us over a period of vears. Our turn- 
over is exceptionally low. Our men 
remain with us, for they like our 
working conditions. 

Union scale is union scale. When 
there is a turnover of men, there is a 
reason—and it isn’t the amount of 
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anaging Men 


by Jack Hill 


Hill Electric Company, 
Houston, Texas 


money involved. Men seldom leave electrical contractors are concerned. 

one contractor over wages to go with Men of opposite temperament can 

another. not possibly work together for long— 
While each man is an individual, and never compatibly. 

with his own personal traits and pre You cannot put a superior workman 

ferences, they can be classified into alongside an inferior one without caus 

generalized groups, as far as we as ing friction. One will either quit, 01 
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These two employees of Hill Electric Company, Houston, Texas, can work 
side by side, day in and day out, without getting in each other’s way. Nor 
do they differ in point of view, despite their difference in ages. Matched 
temperament accounts for this harmony between Hill employees. A happy 
personnel is assurance to Hill’s customers that they will be given courteous 
answers to their questions, and there will be no unpleasantness where they 
are working. As a consequence, when more electrical work is needed, the 
customer will automatically think of Hill Electric Company. 
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become so irritable that it is impos- 
sible to get along with him. He will 
be complaining over minor things. 
Eventually he will see faults where 
none exist. He will magnify trivial 
little obstacles until they, seemingly, 
are too high to be surmounted. He 
will not be able to give anyone a civil 
reply; he’d rather sulk and brood, ot 
become sarcastic. 

Consider a skilled workman. 

A skilled workman will be, first of 
all, a conscientious man. He will 
take pride in his work. ‘That’s why 
he is skilled. Put him with a slovenly 
worker and he becomes emotionally 
upset. He will think that he has 
been unfairly treated, and resent it. 
He can see he is making no progress. 
The other man’s work is a reflection 
on his. He will have an urge to do 
the other’s work over to bring it up 
to his standard, but he can’t. He 
starts to develop a defeatist attitude. 

Many of these men will ask to be 
transferred to another job just to 
get away from the slovenly worker. 
Too often these men are pacified by 
excuses which they can’t accept, and 
they quit as the last alternative. 

Perhaps by general standard one 


man isn’t a slovenly worker; but by 
comparison to the conscientious man, 
he is. Only by direct comparison can 
we arrive at logical conclusions. 

But, for illustration, Iet’s narrow 
the frame of reference down to a 
finer point. 

Let us put two equally skilled men 
together. Once is fast, the other slow. 
Again friction arises. People have a 
natural gait. This they are born with, 
and nothing can be done about it. 
It will be just as difficult for the fast 
workman to try and gear himself 
down te a slower pace as for the slow 
man to speed up. In either instance, 
one man is out of gear and he won't 
function smoothly. ‘There will be a 
tendency for the faster worker to look 
with contempt on the slower man, 
and his treatment will more = than 
likely correspond with the look. 

In self defense, the slower work 
man will accuse the faster one of try 
ing to kill himself to curry favor and 
privileges with his boss. 

It is often imperative in this busi 
ness to pair up our workmen. When 
we do we pair up men who are on 
the same level of natural tempera 
ment. 





Jack Hill, left, has been in the electrical contracting business for 30 years, 

and has been employing men the same length of time. What he has learned 

has been through the trial-and-error method, and he believes that one of 

the most important phases of the business is the possession of a knowledge 
of men, and in turn, his personnel. 
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The men themselves are unaware 
of what it is that produces the fric- 
tions they find unbearable and forces 
them from one job to another to es 
cape the mental disturbance. 

Do not be misled by the above. 
\We do not cater to any prima donna 
whims. Neither do we expect a skill 
ed workman to put up with another 
who would slight a detail to irk him. 

Chronological age hasn’t a_ thing 
to do with the above. We have old 
and young men working together. But 
regardless of their difference in ages 
they are both of the same tempera 
ment. As a matter of fact this seems 
to be the best arrangement. One 
man on the job must more or less as 
sume leadership. A younger man will 
not resent being told by an_ older 
head—if the older man has the young 
cr one’s respect as a workman. But 
two men of the same age cannot ac 
cept that the other knows more than 
he and will not willingly accept him 
as his boss. ‘Vhere are exceptions to 
this; but remember they are excep 
tions. 

The contractor cannot divorce the 
human factor from his operations. His 
workmen come in contact with his 
customers, and often the contractor is 
judged by his workmen, not his work. 
When the workmen on a job are in 
harmony. better relations exist be 
tween all interested: the contractor 
and his men, his men and the cus 
tomer, and the contractor and _ his 
customer. 

The workman must be happy on 
his job, happy with his lot, for his 
attitude is reflected in his work. ‘The 
customers do know and appreciate th« 
difference. 
dissatisfied workman under foot. 


No one enjovs a sullen, 


Newspaper Plant 


(Continued from page 21) 


svstem assures accurate reproduction 
in color printing, processes. 

The Dallas Power & Light Com 
pany supplies power to serve 2,200 
lighting units and 266 motors totaling 
1,850 hp. The annual consumption 
is estimated at 3,100,000 kwh. 

This plant has been built to handlc 
the present needs of 170,000 dail 
papers and an ultimate capacity of 
500,000 copies. This building has 
142 miles of wire to serve the various 
loads carried in +7 miles of conduit. 

The outstanding mechanism of the 
Dallas Morning News, the attention 
to electronic controls, and the care- 
fully designed lighting are all symbol 
of the “forward look” of this 1ews 
paper of the future and of its faith in 
the growth of the community it ser 
ves. 
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Code Changes Analyzed 


by Jefferson D. Brooks 


Tue 1949 SupPLEMENTARY Revi- 
sions to the 1947 Code were formal- 
ly adopted by the National Fire Pro 
tection Association at its 1949 An- 
nual Meeting in accordance with the 
Rules of Procedure for the National 
Electrical Code Committee. 

[he proposed 1949 amendments 
to the Code, as pre-printed in the 
advance reports circulated by the Na- 
tional Fire Protection Association, 
were considered by the Electrical 
Section of NFPA, reviewed by the 
Electrical Correlating Committee of 
NFPA and adopted at the final gen 
eral session of the NFPA Annual 
Meeting, May 19, 1949, in San Fran- 
cisco. This action included some 
minor changes in the wording of the 
pre-print largely for the purpose of 
clarification. The Advisory Commit- 
tee of the International Association 
of Electrical Inspectors met concur- 
rently with the NFPA annual meet- 
ing and participated in the NFPA 
Electrical Section meeting. 


New Edition of Code 


The 1949 printing of the National 
Electrical Code by the National Fire 
Protection Association, 60 Battery 
march St., Boston 10, Mass., costs 
$3.00 and contains the following: 


1. The 1949 Supplementary Revi- 
sions to the 1947 NEC. 

2. Tentative Interim Amendment 
No. 87. 

(Portions of this Amendment were 
adopted as Supplementary Revisions; 
other portions appear as footnotes. ) 

3. Official Interpretations adopted 
since publication of the 1947 NEC 
through June 1, 1949. 

4. The Rules of Procedure under 
which revisions are prepared. 

5. The personnel of the 
Committee. 

6. Examples of load computations. 

7. Interpretation Procedure of the 
NEC Committee. 

8. Index to Related NFPA Stand- 
ards. 

9. Advertisements showing some 
approved connectors, fittings, fuses, 
fusestats, fusetrons, wires, cables, 
cords, panelboards, etc. 


The National Board of Fire Un- 
derwriters, 85 John St., New York 7 


NEC 


N. Y., publishes a pocket size papet 
covered edition of the 1947 NEC, 
which costs ten cents, and is expect- 
ed to publish separately a 1949 Sup- 
plement when it is formally approved 
by the American Standards Associa 
tion. 

The 1947 NEC was approved as 
an American Standard by the ASA 
on October 4, 1946 (ASA Cl-1946). 
I'he 1949 Supplementary Revisions 
have been submitted for approval in 
accordance with established proce 
dures. 


Code Changes 


In order that the code changes 
may be readily identified, the follow 
ing 1947 Code sections should be 
marked in the page margins to in- 
dicate revision: 1109, 1117, 2005-d, 
2371, 2389-a-2, 2403-a, 2581, 2582-c, 
2583-b, 2586, 2594-a and b, 2612-a, 
3102, 3342, 3382, 3464, 3484, 
3542, 3543-a , 3624, 3704, 
3709, 3732, 3745, 4005, 4007, 4144, 
4321, 4322, 4325, 4326, 4327, 4383- 


c, 4524, 7265, 7266, 7281, 7283, 
8001, 8022, 8041-b, 8111, 8115, 
8121-b, 8123-b, 8141, 8151, 8155, 
8162, 8181, 8182, 8191, 93101, 
94005, 94101, 94103, 94304, Tables 
Nos. 1, Z, 3, 16a, 20; 26, 31. 


By subject matter, the changes af- 
fect the following: 


Aluminum Connectors Article 110 


Boxes Article 370 
Cabinets Article 373 
Cable Articles 334 & 338 
Communication Circuits Article 800 
Conductors Articles 300 & 320 
Conduit Article 346 


Construction Specifications 

Chapter 9 
Article +00 
Article 200 
Article 410 


Cords 
Delta-connected service 
Fixtures 


Fuses Articles 230 & 240 
Grounding Article 250 
Gutters Article 374 
Motors Article 430 


Article 810 
Article 725 
Article 230 
Chapter 10 
Article 348 
Article 354 
Article 362 


Radio Equipment 
Signal Circuits 
Switches, over 600 V. 
Tables 

Tubing 

Under floor Raceway 
Wireways 
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In detail, the changes are as fol- 
lows: 


Article 110—General 


Section 1109. Conductors 

Change cross reference in last line to 
section “3106.” 
Section 1117. Connections to ‘Terminals 
Add a fine print note reading 

“Because of different characteristics of 
copper and aluminum the devices and fit 
tings such as pressure connectors, splices, 
solder lugs, solders, and fluxes, employed 
where making connections, should be suit 
able for the material of the conductor.” 


Comment. 
metals in the 
acids may cause undue corrosive ef 
fects. Damp locations may cause 
corrosion because of the impurities in 
the moisture. 


The use of dissimilar 
presence of salts or 


Article 200—Polarity Identification 
of Systems and Circuits 


Section 2005. Means of Identification of 
Conductors: 
Add a new sub-paragraph, “d”’, reading: 
“d. If, on a 4-wire delta-connected 
secondary, the mid-point of one phase is 
grounded to supply lighting and similar 
loads, that phase conductor having the 
higher voltage to ground shall be identi 
fied by painting or other effective means 
at any point where a connection is to be 
made if the neutral conductor is present.” 
Comment. In many _ localities 
transformers are installed as open or 
closed delta, three-phase, 230 volt 
power systems. Subsequently, one 
transformer is center-tapped to sup 
ply 115/230 volt, single-phase light- 
ing, with the neutral grounded. The 
voltage from the lighting neutral to 
the third or “stinger” leg of the 
three-phase circuit is approximately 
199 volts and is therefore unsuitable 
for use as a single-phase, two-wire 
circuit with the neutral conductor. 
Since the voltage to ground on this 
leg is more than 150, it is necessary 
to identify it when it occupies the 
same box with the neutral conductor. 
Article 230—Services 
Overcurrent Protection 
Section 2371. Where Required: 
Add a fine print note to follow sub-para 
graph 4 of paragraph a to read: 
“A set of fuses is all the fuses required 


to protect all the ungrounded conductors 
of a circuit. 


Comment. A “‘set’’ of fuses is de- 
fined as those associated with a cir- 
cuit. Types of circuits are mention- 
ed in Articles 210 (branch circuits) 
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and Article 220 (feeder circuits). 
These include two-, three-, four- and 
five-wire circuits, with voltage be- 
tween each undergrounded conduc- 
tor. 


Services Exceeding 600 Volts 


Section 2389. Overcurrent Protection: 
Paragraph a, sub-paragraph 2, revise to 


read: 
‘ If the voltage is 25,000 or less, a 
non-automatic switch capable of inter 
rupting the rated circuit load and suitable 
fuses may be used.” 

Paragraph d, Circuit Breakers, 
second sentence to read: 

“This can be accomplished by means 
such as trip-free breakers or by multiple 
breakers having an operating handle per 
pole.” (Omit balance of this sentence 
of 1947 text.) 

Section 2390. Isolating Switches: 
Paragraph a, change first two lines to read 

“Air break isolating switches shall be 
installed between oil switches or air or oil 
circuit breakers’. . . etc. 


change 


Comment. ‘These changes reflect 
clarification of the permissible use 
of approved high-voltage _ service 
equipment. 


Article 240—Overcurrent Protection 


Section 2403 
Conductors 
Paragraph a, 
tence to read: 

“If the allowable current-carrying capa 
city of a conductor does not correspond 
to the rating of a standard-size fuse, the 
next larger size or rating of fuse may be 
used but in no case shall the size or rat 
ing of the fuse exceed 150 per cent of the 
allowable current-carrying capacity of the 
conductor.” 
Section 2409. Grounded Conductor 
Insert a new paragraph “‘c’’ to read: 

“c. For motor running protection as 
provided in sections 4326 and 4327.” 


Overcurrent, Protection of 


I'uses, revise the first sen 


Comment. 
fied. 


Che phrasing is clari 


Article 250—Grounding 
Grounding Electrodes 


Section 2581. 
Change to read: 

“A metallic underground water piping 
system, either local or supplying a com 
munity, shall always be used as_ the 
grounding electrode where such a piping 
system is available. If the buried portion 
of the metallic piping system is less than 
ten feet (including well casings bonded to 
the piping system) or there is some likeli 
hood of the piping system being discon 
nected, it shall be supplemented by one 
or more of the grounding electrodes re 
cognized in sections 2582 and 2583.” 
Section 2582. Other Available Electrodes: 
Sub-paragraph c, change to read: 

“c. Other local metallic underground 
systems, such as piping, tanks, and the 
like.” 

Section 2583. Made Electrodes: 
——— b, Pipe Electrodes, change to 
read: 


Water Pipe: 


“b. Electrodes of pipe or conduit 
shall not be smaller than of the %4-inch 
trade size and, if of iron or steel, shall 
have the outer surface galvanized or 
otherwise metal-coated for corrosion pro- 
tection.” 
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Section 2586. Use of Lightning Rods: 
Change to read: 
“Lightning rod conductors and driven 
pipes, rods or other made electrodes used 
for grounding lightning rods shall not be 
used in lieu of the made grounding elec- 
trodes required by this Article for ground- 
ing wiring systems and equipment. The 
foregoing provision shall not be taken to 
forbid the bonding together of the sev- 
eral made electrodes that are respectively 
provided for electric wiring systems and 
equipment, for communication systems, 
and for lightning protection. (See sec 


tion 8041-b-5.) 
Grounding Conductors 


Section 2594. Alternating-Current and 
Service Equipment: 

Make separate paragraphs of the present 
text, as follows: 

“a. Wiring System and Common 
Grounding Conductor. ‘The size of the 
grounding conductor for an alternating 
current system or for a common ground 
ing conductor shall not be less than is 
given in the following table, except that 
where connected to made electrodes (as 
in section 2583) the conductor need not 
be larger than No. 6 copper wire or its 
equivalent in carrying capacity.” 


Size of Largest Service 
Conductor or Equivalent 
for Multiple Conductors 


Size of Copper 
Grounding 
Conductor 


AWG. No 
or smaller S 
1 or 0 6 
00 or O00 4 


Over 000 to 350,000 c.m 
Over 350,000 cm. to 600,000 


c.m. U 
Over 600,000 c.m. to 1,100,000 

cm. 00 
Over 1,100,000 c.m 000 

“b. If the wiring system is not 


grounded at the premises, the size of a 
grounding conductor for a service race- 
way, for the metal sheath or armor of a 
service cable and for service equipment 
shall be not less than is given in the fol- 
lowing table, except that where connected 
to made electrodes (as in section 2583 
the conductor need not be larger than 
No. 6 copper or its equivalent in carrying 
capacity.” 


Size of Grounding Conductor 


Size of Largest Service 

Conductor or Equivalent 

for Multiple Conductors 

2 or smaller 

1 or 0 

00 or 000 

Over 000 to 350,000 c.m. 

Over 350,000 c.m. to 600,000 c.m. 
Over 600,000 c.m. to 1,100,000 c.m. 
Over 1,100,000 c.m. 


Article 300—Conductors 


Section 3102. Conductor Insulation: — 
Type AF, Asbestos-Covered Heat Resist- 
ant Fixture Wire: Change values for 
max. operating temp. (column 3) of table 
to: 150 C, 302 F. 
Article 320—Open Wiring on Insulators 
Section 3203. Types of Conductors: 
Add the following sentence: 

“Only single conductors shall be used.” 


Comment. ‘The maximum tem- 
perature limits of this type of fixture 
wire have been increased. 


Article 334—Armored Cable 


Section 3342. Use: 
Insert the following to be the fourth sen 
tence of this paragraph: 

“Armored cable may be run or fished 
in the air voids of concrete masonry block 
or tile walls where such walls are not ex 
posed or subject to excessive moisture or 
dampness.” 


Comment. The phrasing is clari 


fied. 
Article 338—Service Entrance Cable 


Section 3382. Use: 
Delete the word ‘master’ in the sixth 
seventh line of the present text: 
“NOTE: When this deletion is made 
it will be in order to consider that the 
definition of a ‘master i 
Article 100, is no longer needed in the 
text of the National Electrical Code.” 


service, see 


Comment. ‘The phrasing is clari 
fied. 
Article 346—Rigid Metal Conduit 


Section 3464. Wet Locations 

In the sixth line change the dimension 
one-half inch’ to: one-quarter inch 
Article 348—Electrical Metallic Tubing 
Section 3484. Wet Locations 

In the sixth line change the dimension 
‘one-half inch’ to: one-quarter inch 


Comment. Conduit, tubing and 
boxes need be only 1/4 inch away 
from wet walls. 





Electrical 
Metallic 


[Tubing 


Conduit o1 
Copper Pipe 


Wire Trade Size Trade Size 
AWG. No. (inch inch 
14 Lb 
6 ip ] 
34 1% 
2 34 1% 
0 ] 2 
00 ] 2 
000 ] z 


The fine print note following table of present section 2594 is to be omitted. 


Grounding Conductor Connections 


Section 2612. 
Electrodes: 
Paragraph a. To Water Pipe. Insert the 
following after the first sentence of the 
paragraph. 

“If the source of the water supply is 
from a driven well in the basement of the 
premises, the connection shall be made as 
near as practicable to the well.” 


Grounding Conductor to 


Comment. The phrasing is clari- 


fied. 





Article 354—Underfloor Raceway 

Section 3542. Use: 

Delete the phrase “for signal and con 
trol circuits” in the third line. 
Section 3543. Covering: 

Paragraph a. Raceways Not Over 4- 
Inches Wide. Add to present text: 
“and shall be placed not less than one 
half inch apart, except that, in office oc- 
cupancies, metal flat-top raceways not 
over four inches in width and placed at 

(Continued on page 56) 


ELECTRICAL SOUTH for OCTOBER, 1949 











SI 
av, 
lig 
be 
lig 
pu 
du 
pr 


Sta 


thi 


EL 





1 ace Sesitin 


the 








FLUORESCENT LIGHTING? 


all Sub-Standard Quality and Sub-Standard Performance 
Bring Fluoreseent Lighting into Publie Disfavor? 


SINCE fluorescent lighting equipment was first made 
available ten years ago, the standards of fluorescent 
lighting and of fluorescent lighting equipment have 
been continuously IMPROVED. As a result, fluorescent 
lighting has quickly achieved national acceptance. This 
public confidence has been earned by the Lighting In- 
dustry because the great majority of the equipment 
produced and sold to the public has met with the high 
standards required to provide satisfactory performance. 
TODAY the public confidence is being placed in jeo- 
pardy by the increasing occurrence of fluorescent in- 
dustrial units which, instead of being built up to re- 
quired standards, are being built down to a price. 


Bie ch sans se Ga 
rueé pw c Fe 


The public cannot be expected to understand all of the 
technical factors which differentiate a sub-standard unit 
from a unit built to deliver sustained trouble-free 
economical performance. 


Informed electrical and lighting men know the 
importance of high quality starters and lamp- 
holders, in terms of easy maintenance, reliable 
starting and reliable operation. 

They know that poor electrical and mechanical 


design can cause high temperature operations of 
the ballast resulting in decreased ballast life. 


R-3363 
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They know, also, that lamp life is shortened by a ballast 
which supplies low starting current or by one that deliv- 
ers low operating watts to the lamp. They know that 
low power factor ballasts do not permit efficient utiliza- 
tion of present wiring. They know that well designed 
and well constructed lighting units, such as those made 
to RLM Standards, will stand up and give full satisfac- 
tion to the customer. 

The Remedy 
It is up to the entire Lighting Industry to put this knowl- 
edge to work for the benefit of the public. This can best 
be done by first furnishing customers with the facts 
about initial cost, maintenance cost and performance of 
fluorescent lighting equipment and by supplying equip- 
ment which is warranted by the manufacturer and cer- 
tified by an independent testing agency as meeting rec- 
ognized and published standards of design, construction 
and performance. 
This Advertisement is published in the Interest 
of the Entire Fluorescent Lighting Industry by 
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SUITE 823 


326 WEST MADISON STREET ° 
CHICAGO 6, ILLINOIS 
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lamp 40-watt troffers arranged in symmetrical patterns by Fred Hesser, Hesser Electric Co., Carthage. Fixtures are 
provide an illumination intensity of 50 foot-candles in products of H. E. Williams Products Co., Carthage. 





[temp 40 PROGRESS IN THE SOUTH—Recessed two- this banking room of the Bank of Carthage, Mo. Submitted 








LIGHTING PROGRESS IN THE SOUTH—Daybright re- Aluminum Company of America, Atlanta, Ga. Lighting 
cessed troffers provide 35-foot-candles on desk top in this was designed by Stevens and Wilkinson, architects. Sub- 
private office of J. Harvey Irving, district sales manager, mitted by Jack H. Murrah, Georgia Power Co., Atlanta. 
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NOW IT’S IN FULL SWING...the most modern, 
precision-equipped magnet wire plant in the world. 
And it’s fair to say that customers built this new plant. 
It had to be built to meet the increased demand for 
Roebling Magnet Wire. 

Roebling Roevar Magnet Wire is your best choice 
for high-speed winding... its insulation is 10 to 40 
times tougher than conventional enamel. Roebling 
Roevar also has a better space factor and costs less. But 
whatever your special requirements, Roebling can meet 
them with cotton, Roeglas, paper and other insulations 
of topmost quality. 


Write for full data and samples. John A. Roebling’s 
Sons Company, Trenton 2, New Jersey. 


Ve TO MEET DEMAND 
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AT LEFT: Some of the large ovens specially designed for the controlled to insure highest, uniform quality. RIGHT: A group 
production of Roebling Roevar and Roebling enamel magnet of seven small enamelling ovens located in a special department 
wires. Composed of a pre-annealer, enamelling oven, and in- for producing Roebling Roevar and Roebling Enamel Magnet 
dividual take-up equipment, they are electrically equipped and Wire in the finer sizes. 


FOR OTHER ROEBLING ELECTRICAL WIRE AND CABLE 
WRITE NEAREST ROEBLING OFFICE FOR NAME OF YOUR DISTRIBUTOR 
Atlanta, 934 Avon Ave. * Boston, 51 Sleeper St. * Chicago, 5525 W. Roosevelt Rd. * Cleveland, 701 ROE BLI bad GS (RR 
St. Clair Ave., N. E. * Denver, 1635 17th St. * Houston, 6216 Navigation Blvd. * Los Angeles, 216 bd ) 
S. Alameda St. * New York, 19 Rector St. * Philadelphia, 12 S. 12th St. * Pittsburgh, 855 W. North cane 


Ave. * Portland, Ore., 1032 N. W. 14th Ave. ® San Francisco, 1740 17th St. * Seattle, 900 First Ave. So. 4 CENTURY OF CONFIDENCE 
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LIGHTING PROGRESS IN THE SOUTH—A louverall louvered ceiling utilizes Garey equipment. The installation 
ceiling combined with R-40 spots feature this Fur Depart- was designd by Ideal Electric Co., Knoxville. Photo made 
ment installation in Miller’s, of Knoxville, Tenn. The and submitted by Leslie B. Pierson, Knoxville. 








AT fis 





LIGHTING PROGRESS IN THE SOUTH—To provide tures, downlights and incandescent units were utilized. The 
high intensity illumination in Martha Jane’s Melody Lane, system provides a maintained intensity of 75 foot-candles. 
New Orleans, a combination of 4-40 watt fluorescent fix- Designed by Ronald B. Durning, New Orleans Public Service. 
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Fewer wires for 


@ Contrast the congestion shown in lower picture 
with the compact, simple installation of Okolite- 
Okoprene Self-Supporting Aerial Cable (above) at 
Weyerhaeuser’s new pulp mill at Longview, Wash. 
Recently-erected generating plant is in background. 
Installation was made by Western Electrical Construc- 
tion Co., Portland, Oregon. 


Weyerhaeuser ! 


.. Space saved 
.. installation cost lowered 


... all-weather dependability 
assured with 
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A t Longview, Wash., the new MgO sulphite recovery and new 


sulphate pulp processing plants of the Weyerhaeuser Timber 
Company typify the advantages of self-supporting cable in 
industry for the transmission and distribution of power. Here, 
Okolite-Okoprene Self-Supporting Aerial Cable serves between 
a new generating plant and an old one. It contrasts strikingly 
with the congestion of open wiring. 


With Okolite-Okoprene Self-Supporting Cable, self-evident 
space economy is matched by installation economy as it requires 
no separate stringing. Further savings result from the long life 
of this storm-safe all-weather cable assembly. 


Another feature of Okolite-Okoprene Self-Supporting Cable 
that makes it valuable in industrial plants is this fact: safe as 
well as easy handling is assured. The cable is fully insulated 
with Okolite high-voltage moisture and heat-resisting insula- 
tion and protected with weather-resistant non-conducting 
Okoprene. For 52-page Self-Supporting Cable book available 
to electrical engineers and plant executives, please address 
The Okonite Company, Passaic, N. J. 


THE BEST CABLE IS YOUR BEST POLICY 


2 he f T E : Or insulated wires and cables 
Or SO" eel 
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360—Incandescent and Fluorescent Fixtures. Catalog No. 
49, “No-Glare Incandescent and Fluorescent Lighting,” has 
been issued by Regent-Savoy Elec.. Mfg. Corp., New Rochelle, 
N. Y. Both industrial and residential fixtures are shown. 


361—Air-Cooled Transformer. Bulletin No. 49-ACO is now 
available from Marcus Transformer Co., Inc., 34 Montgomery 
St., Hillside 5, N. J., giving descriptive details on the company’s 
new air-cooled distribution transformer. Designed for indoor 
or outdoor use, the new transformer utilizes heatproof class B 
and C insulation which enables it to withstand overloads and 
eliminates the use of oil or other liquids. 


363—Bustribution Duct. This 23-page bulletin, No. 462, 
issued by Bulldog Electric Products Co., Box 177, Detroit 32, 
Mich., describes in detail the Bulldog Feeder and Plug-In- 
Bustribution Duct for bus duct electrical distribution. The 
bulletin is profusely illustrated. The many drawings included 
show details of the duct, the various fittings, and the hangers, 
as well as diagrams of complete systems both of the centralized 
and decentralized system. 


364—Electrical Feedrail. A compilation of recent develop- 
ments in the application of the Electric Feedrail distribution 
system as applied to portable lights and tools, moving test 
lines, cranes, and hoists, and_ other industrial applications is 
offered in the new 32-page Catalogue No. 20 now available 
from Feedrail Corp., 125 Barclay St., New York 7, N 


365—Electrical Apparatus. This 54-page illustrated catalog 
shows electrical solderless terminal lugs, solderless service con- 
nectors, fuse clips, and many other electrical items. Published 
by Ilsco Copper Tube & Products, Inc., Cincinnati 27, Ohio. 


\ 64-page catalogue, No. 49, Wiring 


367—Wiring Devices. 
’. All copy is closely associated with il- 


Inc., Syracuse 9, N. Y 


lustrations, and the different types of devices, switches, con- 
venience outlets, sockets, etc., have been grouped to make 
them easy to locate. 

368— Fluorescent Fixtures. A catalog containing full infor- 


mation, engineering data, and light output charts for the com- 
plete line of commercial and industrial fluorescent lighting fix- 


(Additional items will 
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Please send me bulletins indicated below. 
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be found on page 72) 





tures and spots is available from the R. & W. Wiley Co., Buf- 
falo, N. Y. 


371—“CSP” ‘Transformers. - 
dates and places on “CSP” 


Forty pages of facts and figures, 
transformers in actual use comprise 
the booklet B-4248, “30 Case Histories of “CSP’’ Perform- 
ance,” issued by Westinghouse Electric Corp., P. O. Box 868, 
Pittsburgh 30, Pa. The booklet covers three basic ty pes of case 


histories—lightning protection, thermal protection, and lower 
costs. : 
372—Engi ne Driven Plant. A new catalogue sheet, Form 


1349, 
the Kato Engineering Co., 
500-watt and 600-watt a.c. 


“Katolight Gas Engine Driven Plants,” is available from 
Mankato, Minn., describing the 
‘plants and illustrating each. 


373—Fluorescent Fixtures. An illustrated folder describing 
Rite-Lite Circline Fixtures is now available from the Standard 
Rite-Lite Co., New Brighton, Pa. Nine Rite-Lite models are 
described. 


375—Code Call Systems. A 6-page bulletin describes means 
of speeding up inter-communication throughout inside or out 
side of premises. -Calls are made by a numerical code sounded 
on bells, chimes, horns, or other signaling devices. — 
No. 8 is available from the gt — & Mfg. Co., 


154 W. 14th St., New York 11, 
376—Lighting Fixtures. An 8-page bulletin, No. 123, on 
Swivelier Lighting Fixtures, has been announced by Swivelier 


o., Inc., 30 Irving Pl., New York 3, N. Y. The bulletin is 
well illustrated and describes features of each lamp in detail. 


Additional loose-leaf sheets for 
insertion in the Pylet Catalogue 1100 are available from the 
Pyle-National Co., Chicago 51, Ill. These pages describe a 
wide range of plugs and receptacles for special purposes. 


377—Plugs and Receptacles. 


378—Lightning Protection. Complete with graphs, diagrams, 
and illustrations, “Modern Concepts of Lightning Protection for 
Transmission and Distribution Systems,” by H. M. Towne, is 
available from the Apparatus Dept., General Electric Co., 
Schenectady, N. Y. 

379—Switchgear Equipment. A 24-page revised bulletin, 
GET-1293A, “The Purpose and Use of Electrical Diagrams 
Supplied with G. E. Switchgear Equipment,” is available from 
the Apparatus News Bureau, General Electric, Schenectady 5, 
N. Y. The bulletin constitutes a practical guide for those who 
install, operate or maintain switchgear. 


385—Electric Control Devices. Ward Leonard Electric Co., 
Mount Vernon, N. Y., has available an indexed loose-leaf note- 
book containing general information. price sheets, and descrip- 
tions of electric control deviccs. Convenient tabbed separator 
sheets make it an easy matter to locate data in the various sec- 
tions of the book covering resistors, rheostats, relays, d-c con- 
trol, a-c control and accessories. 


386—Carbon Brushes. A new 112-page illustrated catalog 
devoted exclusively to fractional h-p motor brushes used on small 
appliances, refrigerators, portable tools, vacuum cleaners, and 
fans, is now available from the Southern Carbon Brush Co., 
Inc., P. O. Box 1710, Birmingham 1, Ala. This is a handy 
reference book for the electric motor repair shop. 


387—Modular Lighting. A 20-page booklet containing in- 
teresting and useful information about the “modular system” 
of lighting can be obtained by writing to the Mitchell Manu- 
facturing Co., 2525 Clybourn Ave., Chicago 14, II. 
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Westi nghouse 


,Cuorwicacl’ Lamps 


NOW LAST & TIMES 
AS LONG! 


.» - YET COST NO MORE! 


ONE LAMP NOW LASTS 


LAMP COSTS 


?, TIME SPENT REPLACING BURNED-OUT LAMPS 
~~ SAVETHIS- NEED BE REPLACED 


SAVETHIS-— Vy AS OFTEN. 























Here’s the biggest news in fluo- Light output, too, has been im- 
rescent lamps that’s come along in proved—Westinghouse flucrescent 
years... NOW Westinghouse flu- lamps now burn brighter and long- 
‘ orescent i ienee will last 22 years er than ever before. So, wh2n you 
; in average store installations... 3 buy lamps, buy Westinghouse and 
years in average one-shift office save! Lamp Division, Westinghouse 


or factory installations. Electric Corp., Bloomfield, N. J. 





you CAN BE SURE...1F ITS 
Westinghouse 
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Which of these 7 | 


WILL GIVE YOU BEST ELECTRICAL CABLE 








PROPERTIES AND TESTS 


REPRESENTATIVE TEST VALUES FOR VARIOUS COMPOUNDS 





AMARINE 
—40 


AMERZONE 
—0 


AMERZONE 
—B 


AMARINE 
—RWS 


AMERITE 


AMPEROX 


AMERPRENE 





BASIC TYPE OF INSULATION 


Natural 
Rubber 


Oil-base 


Butyl 
Rubber 


Synthetic 
Rubber 


Commercial 


30% 


Heat- 
Resistant 





MAX. REC. COPPER TEMP. 


60°C 


75°C 


8o°c 


735°C 


60°C 


75°C 


Polychior- 
oprene 


80°C 





ELECTRICAL 


Dielectric Constant (Spec. Ind. 


CHARACTERISTICS Cap.) 


4.0 


4.0 


4.5 


4.5 





Ins. Res. (K) 


50,000 


40,000 


30,000 


20,000 





Dielec. strength in volts per mil 


450 


300 


400 


350 





PHYSICAL 
PROPERTIES 


Tensile Strength in Ibs. per 
$q. in. 


950 


1000 Synth. 


1500 Naot. 


1000 Synth. 
1800 Nat. 





Elongation in 2” 


450% 


500% 


500% 





Permanent set 


y%” 


%” 


y,” 





ACCELERATED 
AGING 


Type of test 


Oxygen 
Bomb 


Oxygen 
Bomb 





Temperature 


80°C 


80°C 





Hours 


672 


168 


336 





% Original Tensile Strength 


80% 


80% 


80% 





MOISTURE 
RESISTANCE 


Gain in wt. after 7 days im- 
mersion at 70°C 
(Mg. per sq. in.) 


20 or less 


15 or less 





Capacity increase after 4 
weeks immersion at room tem- 
perature 


15% 


15% 


15% 


10% 


15% 


15% 





Stability Factor 40-80 volts 
per mil 2 weeks at 50°C 


5% 


1.5% 


1.0% 


8% 


2.0% 


3.5% 





SPECIAL 
PROPERTIES 





High 
Voltage 
and 
Submarine 
use 





Meets 
IPCEA 


ozone test 





Withstands 
.03 conc. 
10 hours 





For hot 
and moist 
locations 





General 
purpose 
rubber 


insulation 





General 
purpose 
rubber 
insulation 





Resistant to 
oil, flame 
and ozone 





As the test data vary considerably with different sizes of conductor and thicknesses of insulation, these identical 
results can not be guaranteed throughout the whole range of sizes and voltage ratings. Some specific con- 
structions will test higher and others will test lower than the listed values. However, the above table indicates 
in general what may be expected of these compounds. 


AMERICAN STEEL & WIRE COMPANY 
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a 


| rubber compounds 


PERFORMANCE AT THE LEAST COST? 





HE proper selection of rubber compounds for electrical cable may 
mean the difference between long satisfactory service or frequenr 
and costly shut-downs for repairs. 

Some rubber compounds will stand more heat than others. Some 
can be used underground—others can’t. The point to remember is this 
—no_one or two rubber compounds will meet all the conditions en- 
countered in electrical cable operation. That’s why engineers and 
chemists at-American Steel and Wire Company have perfected a wide 
variety of rubber.compounds for different cable applications. 

The right combination of compounds will assure better service from 
electrical cables at lowePegst to you. 


me 
PS ae q f ; 
\ Oe SPECIFY 
PS s. FOR UNDERGROUND OR UNDER WATER SERVICE— at high 
Mining machine cable voltages, for all submarine power cables and for general use 
above 7,500 volts— 





FOR OZONE-RESISTANCE—Amerzone-0 is an excellent oil- 
base compound. Amerzone-B is a butyl rubber compound 


that is highly resistant to heat and moisture as well as ozone. 


Welding cable 
HOT OR DAMP LOCATIONS—Select a compound with high 


moisture resistance and high heat resistance. 


GENERAL USE—For voltages up to 7,500 where copper tem- 
Concentric cable peratures do not exceed 60°C (140°F.), a performance type 
compound is satisfactory. 


GENERAL USE with HEAT RESISTANCE—For voltages to 7,500 


and where copper temperatures may run up to 75°C. (167° F.). 


tor lead cabl 
ae ee ae FLEXIBLE JACKETS—Where resistance to oil, flame and sun- 


light is desired a compound containing Neoprene is recom- 


mended. AMERPRENE 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


Twin parallel cable 
p 





~~ Portable tool cable 


Standard cable construction or special designs of cable are available from American Steel and Wire Com- 
pany. We make the cable fit the job. This policy assures the longest cable life at lowest cost to the user. 
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INDUSTRY NEWS 





Branch Circuits 
Subject of Report 


“Report on Branch Circuit Over- 
current Protection,” prepared by a 
Joint Committee of Edison Electric 
Institute and Association of Edison 
Illuminating Companies, has been 
published by the Edison Electric In- 
stitute. 

This work was initiated after the 
1947 edition of the National Electri- 
cal Code had been approved by the 
National Fire Protection Association, 
with recommendation from that or- 
ganization that the subject of over- 
current protection for branch circuits 
be thoroughly reviewed. The EEI 
and AEIC took the initiative in or- 
ganizing such study. The present re- 
port is the result. 

The report deals primarily with 
branch circuits of the sizes commonly 
used for general purposes in residen- 
tial occupancies—circuits of 15 and 
20 amperes rating. 

Study was made of the character 
of appliances in use at present, as well 
as probable and desirable develop- 
ments, all with a view toward deter- 
mining the needed electrical char- 
acteristics of branch circuit conductors 
and of the devices for protecting 
them from damage due to heat pro- 
duced in them during normal use and 
by abnormal overloads. 

One of the conclusions of the re- 
port is that the minimum rating of 
branch circuits should be 20 amperes 
instead of the present 15 amperes; an- 
other, that overcurrent protective de- 
vices (plug fuses and circuit break- 
ers) should be designed to have time- 
overcurrent characteristics which will 
enable full use to be made of the cir- 
cuit capacity. 

Copies of the report are available 
from the Edison Electric Institute, 
420 Lexington Ave., New York 17 
N. Y. Price $1.00. 


Richmond To Have 
G. E. Service Shop 


To provivE better repair, mainten 
ance, and warehousing facilities for its 
customers in Virginia, General Elec- 
tric will establish a new apparatus 
service shop and warehouse in Rich- 
mond late this summer, it was an- 


36 


nounced recently by H. V. Whitney, 
manager of the company’s apparatus 
office in Richmond. 

Set up to service and repair motors, 
generators, transformers, control de- 
vices, switchgear, and other appara- 
tus, Mr. Whitney said, the new serv- 
ice shop will contain the latest in 
machine tools. 

Mr. Whitney stated that the new 
shop will, in effect, bring the factory 
closer to the customer, since it will 
be staffed and supervised by men 
thoroughly trained in factory prac- 
tices. The same workmanship and 
materials that go into G-E apparatus 
built in the company factories will be 
used in the new shop, which will be 
the 29th in the chain of G-E appara- 
tus service shops across the country. 

The warehousing facilities, Mr. 
Whitney explained, will cut down the 
delivery time of many G-E apparatus 
products to customers because man; 
standard items that ordinarily must 
be ordered from distant factories will 
be carried in the Richmond ware- 
house stock. 

To speed the flow of work through 





the shop, the latest lighting, machine 
layout, and wiring systems will be in- 
corporated in the new building, ac- 
cording to Mr. Whitney. Plans also 
call for a railroad siding to service the 
building and traveling cranes in each 
of the three main bays. 


Tenth Birthday for 
Georgia Section, [ES 


Tue Georcia Section of the II- 
luminating Engineering Society cele- 
brated its tenth anniversary on the 
evening of August 22, 1949, with 74 
present. The meeting was held at 
the American Legion Restaurant at 
222 Spring St., N.W., Atlanta, Ga. 

Seven of the past chairmen of the 
section were present, and the chair 
man for 1949-50. Those present and 
the year in which they served were as 
follows: 

James F. Whitehead, Jr., general 
sales manager, DayBrite Lighting Inc., 
St. Louis; 1941-1942. 

Henry F. Barksdale, Whitehead 
Electric Co., Atlanta; 1943-1944. 

Walter Nelson, manufacturers 
agent, Atlanta; 1944-1945. 

Al E. Bruner, The Electric Supply 
Co., Atlanta; 1945-1946. 

Joe B. Browder, division lighting 
engineer, Georgia Power Company, 
Atlanta; 1946-1947. 

Oren M. Ruff, Jr., manufacturers 
agent, Atlanta; 1947-1948. 

Cecil L. Cannon, Graybar Electric 
Co., Atlanta; 1948-1949. 


Seven past chairmen and the present chairman of the Georgia Section, I.E.S., 
were among those 74 members assembled in Atlanta recently for the cele- 
bration of the 10th anniversary of the Section. Left to right are: Walter 
Nelson, Henry F. Barksdale, James F. Whitehead, Al E. Bruner, Jack H. 
Murrah, Joe B. Browder, Oren M. Ruff, and Cecil L. Cannon. Absent former 
chairmen were Charles Burch, Ivan Stockel, and Hamilton Corey. Each past 
chairman, or a representative, lighted one of the ten candles on the speak- 
ers’ table as he retold the highlights of his administration. 
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Cross Section 
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indentations. 























Here is your chance to get a free Briegel Indenter — the tool 
that saves more time installing thin wall tubing than anything 
else on the market. This Special Package Offer is made up 
of 400 1/2” Briegel Connectors and 200 1/2” Briegel 
Couplings — enough to wire three average six room houses 
—and One Original Briegel indenter all for the price of 


he Sage Mone. Insist on Briegel All-Steel Approved Couplings and Con- 
The Briegel Method of installing thin wall is not only nectors. These are the Original Labor-Saving Indenter 


bq faster and less expensive but also neater in appear- on 
Type Fittings used by contractors for over 15 years. 


walalll 
ARIEL 
CO. 


e ILLINOITUS 





ance and more permanent. 







Cash in on this free offer while it lasts. Save time 
and save money on your original purchase 
and on the job with Briegel Fittings! 

















This offer available at all 
leading wholesalers. 


All B-M Fittings Cearry the 
Underwriters’ Seal of 
Approval 







GALVA 





This offer subject to 
withdrawal without notice 
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Jack H. Murrah, architectural light- 
ing specialist, Georgia Power Com- 
pany, Atlanta; 1949-1950. 

Three of the past chairmen were 
unable to attend. They were: 

Charles Burch, Lt. Col., U. S. 
Army, Washington, D. C.; 1939- 
1940. 

Ivar Stockel, Benjamin Electric 
Co., Detroit; 1940-1941. 

Hamilton Corey, Graybar Electric 
Co., Detroit; 1942-1943. 

The local technical group was char- 
tered by the national organization as 
the Georgia Chapter, I.E.S., in 1939 
and became the Georgia Section in 
1948. In June, 1949, Alabama was 
added to the Georgia Section. The 
Georgia Chapter was the pioneer 
chapter of I.E.S. in the Southeastern 
Region. 

The program of August 22 featured 
a history of the Chapter’s first decade. 
Each of the past chairmen, or a rep- 
resentative, lighted one of the ten 
candles on the speakers’ table as he 
spoke briefly of the highlights occur 
ing during his term of office. <A col- 
lection of photographs, meeting no- 
tices, and other historical data pet 
taining to I.E.S. in Georgia were dis- 
played. Included in the display was 
the original charter. Copies of all of 
the current LE.S. publications were 
exhibited. 

The program ended with the in- 
stallation of the new officers. Jack 
H. Murrah was presented the zavel 
to serve as chairman for the coming 
year. 

The Georgia Section has grown 
from the 34 charter members to 135 
at the present time. 


New Dallas Building 
For Westinghouse Supply 


A NEW BUILDING just completed at 
601 Latimer St., Dallas, is the new 
home for the Dallas General Office 
of Westinghouse Electric Supply Co. 

The building is approximately 2!0 
feet x 250 feet, with over 52,000 
square feet on the first floor, the front 
section being two-story with 18,000 
square feet on the second floor, or 
about 70,000 square feet. ‘Trackage 
is on one side of the building so three 
cars can be unloaded at the same 
time. 

The front is recessed 20 feet for 
front angle customer parking off the 
boulevard. In the rear is a 25,000 
square-foot parking lot with rear en 
trance for customer and company em- 
ployee parking, providing parking for 
customers and room for future expan- 
sion. 

A truck dock provides for six trucks 
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at one time at the front of the build- 
ing, recessed 22 feet for under-cover 
loading and unloading. The first 
floor is at car and truck height. 

The Dallas General Office is head- 
quarters for the area, which includes 
all of Texas except EF] Paso,. and also 
includes portions of Louisiana, Okla- 
homa, and New Mexico. 

C. M. Mackey is district manager; 
E. C. Ricker, district appliance man- 
ager; G. M. DeKraker, district appara- 
tus & supply manager; H. V. Bell, 
district auditor; G. W. Stiles, district 
credit manager; and J. R. Bostwick, 
district stores manager. 


Southern Section, [AEI, 
To Meet in Houston 


Nearty 300 electrical inspectors 
from the South and Southwest are ex- 
pected to attend the 21st Annual 
Meeting of the Southern Section, In- 
ternational Association of Electrical 
Inspectors in Houston, Texas. Sched 
uled for October 17, 18, and 19, the 
meetings will be held in Houston’s 
newest, and most glamorous hotel, 
The Shamrock. 

The Monday session of the mect 
ing will include an address by the 
Southern Section president, A. E. 
Hancock, of Austin, Texas, and an ad- 
dress by the international president 
of J.A.E.I., Charles A. Ward, of Pat- 
erson, N. J. 

The program has been arranged to 
provide a maximum amount of time 
for general discussion of the Code and 
Code problems under the leadership 
of F. G. Camus, Shreveport, and B. Z. 
Segall, New Orleans. 

In addition to the general discus- 
sion of Code problems, the program 
will include a series of reports from 
Code panels, 17 in all, with various 
members serving as chairmen. 





DATES AHEAD 


IAEI, Southern Section, 21st An- 
nual Meeting, Hotel Shamrock, Hous- 
ton, Texas, October 17-19. 





National Industrial Service Asso- 
ciation, Southwestern Chapter, Fall 
Meeting, Blackstone Hotel, Fort 
Worth, Texas. October 21-22. 


Southeastern’ Electric Exchange, 
General Sales Conference, Atlanta Bilt- 
more Hotel, Atlanta, Ga., October 


26-28. 


National Electrical Contractors As- 
sociation, Rice Hotel, Houston, Texas, 
November 8-11. 


National Rural Electric Co-ops As- 
sociation, Region I, Hotel Robert E. 
Lee, Winston-Salem, N. C., November 


10-11. 


National Rural Electric Co-ops As- 
sociation, Region III, The Battle 
House, Mobile, Ala.. November 14-15. 


National Rural Electric Co-ops As- 
sociation, Region II, The George 
Washington Hotel, Jacksonville, Fla., 
November 17-18. 





The program will also include a 
number of addresses on timely sub 
jects. The tentative program includes 
‘“Inspector-Contractor Relationships,” 
by G. A. Seaman, National Electrical 
Contractors Association, Fort Worth; 
“Trends in Wiring Materials,” by L. 
Alan Sharp, commercial engineer, Na 
tional Electric Products Company, 
Pittsburgh; “Why Have Standard 
Laws and Ordinances,” by H. M. 
Dreher, engineer, National Electrical 
Manufacturers Association, New 
York, N. Y.; “How the I.A.E.I. Serves 
Industry and the Public,” by Charles 
L. Smith, secretarv-treasurer, I.A.E.I., 
Chicago. 

Other timely addresses will include 





The new building of the Dallas General Office of the Westinghouse Electric 

Supply Company incorporates the latest designs of warehouse equipment 

such as steel bins and tables, along with other modern equipment such as an 

electric fork lift truck to speed the movement for quick handling vf out- 
going shipments, loading of cars, and high bay stacking. 
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of the new Simplex Bulletin 115 lists twelve big 
reasons why Simplex-ANHYDROPRENE Cables can be relied upon 
for low-cost installation, trouble-free service and long life. They are 
twelve of the many advantages these cables provide through the combination of 
Anhydrex insulation and a neoprene jacket. 

Yet even they are only a part of the valuable information this bulletin contains. 
You ought to know abcut it for it shows the way to low-cost, thoroughly-depend- 
able transmission and distribution systems. 

If you’re not up-to-date on ANHYDROPRENE Cables, or are not aware that a 
cable consisting only of conductor, insulation, and a thin jacket can provide the elec- 
trical stability, mechanical toughness, and versatility that efficient systems demand, 
it will pay you to read Bulletin 115. Why not drop us a line today for your copy? 


(ov WIRES & CABLES 


SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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“Insulation and Ground Testing,” by 
FE. W. Lipscomb, engineer, James G. 
Biddle Company, Dallas, Texas; ““Ex- 
plosive Hazards in Electrical Installa- 
tions,” by G. M. Kintz, engineer, U. 
S. Bureau of Mines, Dallas. Texas; 
“Circuit Breaker Protection for Farms 
and Homes,” by J. L. (Doc) Wagon- 
ner, engineer, Westinghouse Electric 


Corporation, Pittsburgh; and “Amp 
Traps,” by P. E. Heffelfinger, engi- 
neer, Chase Shawmut Company, Wa- 


W isc, 


watosa, 


Electrical Leagues’ 
Program Plans Revealed 


Tue FourreentH Annual Confer- 
ence of the International Association 
of Electrical Leagues, be held at 
the Cleveland Hotel, Cleveland, Ohio, 
on October 12-15, will feature promi- 
nent speakers covering subjects vital 
to the electrical industry today. 
Included in the opening morning 
session on Wednesday, October 12 
will be the presentation of “Problems 
and Opportunities Facing the Appli- 


ance Industry,” by R. L. White, presi- 
dent, Landers, Frarv & Clark, New 
Britain, Conn. 





OPEN HOUSE AT A. O. SMITH — The Product 


for this purpose. Another service is repair work done by line 


Division of the 
A. O. Smith Corporation held open house recently at its new plant in Union, 
N. J.. shown above, which serves its eastern customers from Florida to Maine. 
One of the Union services is a 24-hour off-the-shelf replacement of parts. 
A $1,000,000 inventory of products and pre-packaged parts is maintained 


Service 


production 


methods. The plant is equipped to conduct dealer and distributor clinies 
as well as a service training school for salesmen. 


Wednesday afternoon’s session will 
feature the subject “Why Women 
Buy Home Freezers,” discussed by 
Miss Karen Fladoes, director, Kel- 
vinator Kitchen, Nash-Kelvinator Cor- 
poration, Detroit, Mich. Also of im- 
portance will be “Sales and Service to 
America’s Fastest Growing Market— 





(~ PARANT 


PARAFLEx - 





FOR THE 5S. 


about PARAFLEX 
its components: 


NON-METALLIC SHEATHED CABLE 


BEHIND THE SURFACE 


a.c. in PARAFLEX 


PARAFLEX is a non-metallic sheathed cable. 
That’s elementary. But to get the real facts 






















let’s break it down into 






PARAFLEX 








OUTER BRAID 


RIP CORD 


Pius Paranite developed moisture resisting, flame 
retarding saturant. 

Plus its careful selection for size to properly fill 
interstices between conductors...and for adequate 
strength to shear the outer sheath. 





PAPER WRAPPER 


CONDUCTOR BRAID 


| 
AEX 


Plus careful selection of the quality of the gl 
which is scientifically treated to resist moisture. 
wrapped at a carefully controlled tension. 

Plus the correct tension at all times, insuring 
adherence between insulation and braid. 





INSULATION 


RUBBER 
COPPER CONDUCTORS 





Plus continuous laboratory tests of the compound. 
Plus constant analysis of the quality of the 


copper... constant check on gauge. 





and ** lays flat...Won’t squirm or 
AHA ww wist...It’s clean to handle. 
It’s plainly marked. IT’S PARAFLEX! 


PARANITE 
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the Rural Market,” delivered by J. 
R. Cobb, manager, Farm Market 
Sales, Frigidaire Division, General 
Motors Corporation, Dayton, Ohio. 

Friday’s session will include “The 
Philadelphia Plan to Improve Wiring 
in Existing Homes,” by J. A. Morri- 
son, managing director, Electrical 
Association of Philadelphia. 

Other subjects to be discussed at 
the Conference include those of ven- 
tilation promotion, televiston impact 
on business, electrical heating of 
homes, kitchenizing programs, and 
promotion of complete electric laun- 
dries. 


Mayer Electric 
At New Location 


FORMAL OPENING of the new build- 
ing of the Mayer Electric Supply Co., 
Inc., Birmingham 3, Ala., was held re- 
cently at their new location, 3200 
Third Avenue, South. 

The building is a new “Tilt-Up” 
cement-type construction, having 16,- 
200 square feet of floor space, located 
on one floor. Two truck level load- 
ing platforms, as well as ample park- 
ing space, affords convenience for cus- 
tomers. A large fixture room displays 
residential and commercial lighting 
fixtures for contractors, dealers, and 
customers. 

Ben S. Weil is president of the 
company, which has been operating 
since 1929. Mr. Weil’s son, Leonard, 
has just recently been made vice- 
president. E. L. Killian is sales man- 
ager, and Mrs. Grady Cunningham 
office manager of the firm. 

The Mayer Electric Supply Com- 
pany represents the following in this 
territory: Allen-Bradley Co.; Bulldog 
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A New Slimline Lighting “Element” 
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the DIRECTOR 





th AN “AREA-OF-LIGHT” SOURCE 


Director, by Smithcraft, is a louvered fluorescent lighting 
“element” . . . an extensive, yet unobtrusive, “area-of-light” 
source, which effectively develops the advantages of the new 
75-watt instant-start T-12 8-foot lamp. Director is available ~ 
for two, three, four and six T-12 96” 75-watt lamps; two, 
three, four and six T-8 96” Slimline lamps; and, in matching 
units, for two, four and six T-12 40-watt lamps with instant- 
start ballasts. This unit provides a downward component of 
light varying from 70% for the two-light unit to 55% for the 
six-light unit. Cutoff from lamp glare is 35° lengthwise and 
30° crosswise from the rigid and square louvers. The Director 
can be surface or pendant mounted, individual or continuous 
rows. Director is constructed of electrolytic zinc-coated bond- 
erized steel and finished in white supercoat baked enamel 
with more than 85% reflectivity. Maintainance and installation 
are effectively simplified in the Director — another new and 
outstanding fluorescent unit 
by Smithcraft — manufac- 
turer of “America’s finest 
lighting fixtures” and the 
leader in progressive light- 
ing design. 
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Every time switch user will 
find practical answers to 
time control problems in this 
unusual new 16 page catalog. 
It contains complete infor- 
mation, specifications, wir- 
ing diagrams and prices— 
everything you need to help 
you choose the best possible 
switch or timer for your 
next installation. 


Fill out the coupon below 
for your free copy. No obli- 
gation, of course. 


Sea ee eae aa eee ee eee ee ee 
SANGAMO ELECTRIC COMPANY 4 


SPRINGFIELD, ILLINOIS 

Gentlemen: 

Please send my copy of Bulletin 1010S 

as soon as possible. 

Name and Title : == ee? 

Company 

Address__ 

City ee ene 
s14924 
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Electric Products; Chelsea Fan and 
Blower Co.; Eagle Signal Corp.; Hart 
& Hegeman; Harvey-Hubbell; Nation- 
al Electric Products; Pierce Renewable 
Fuse; Pyle-National Co.; Steel City 
Electric Co.; Wiremold Co.; and oth- 
ers, selling wholesale only to elec- 
trical contractors, dealers, or industrial 
plants. 


Sales Conference 
In Atlanta 


PLANS ARE rapidly being completed 
for the General Sales Conference, of 
the Southeastern Electric Exchange, 
according to announcement by J. W. 
Talley, managing director of the Ex- 
change. The meeting will be held at 
the Atlanta Biltmore Hotel, Atlanta, 
Ga., on October 26-28. The various 
sub-committees of the Sales Section 
of the Exchange will hold their meet- 
ings on the 26th, and the last two 
days will be devoted to sessions of 
general interest. 

Recognizing the changing market 
ing conditions, conference speakers 
will discuss future business conditions 
and trends, effective sales plans, pub- 
lic relations, advertising, competition, 
industrial development, house heat- 
ing including progress of the heat 
pump, and other timely subjects of 
importance to the Sales Departments 
of the utility industry. 


Vision Congress 
Slated for Atlanta 


INDUSTRIALISTS and vision special- 
ists from throughout the South will 
gather on the Georgia Tech campus 
in Atlanta, November 6, 7, and 8 for 
the second annual Southeastern In- 
dustrial Vision Congress, it was an- 
nounced by C. H. Taylor, co-ordina- 
tor of Short Courses and Conferences 
for Georgia Tech. 

The Congress, only one of its kind 
in the country, will present some of 
the nation’s foremost experts from re- 
search laboratories, leading universi- 
ties, and professional men in the fields 
of personnel, industrial relations, 
safety, optometry, and visual psycho- 
logy. 

Among those invited to appear on 
the program are: Dr. Matthew Luc- 
kiesh, General Electric Company; S. 
W. Quizenberry, E. I. Du Pont de 
Nemours & Co., Inc.; George Taylor, 
Day-Brite Lighting, Inc., formerly in- 
dustrial lighting consultant for the 
War Production Board; and G. Luth- 
er Weibel, Jr., Magnet Mills, Clinton, 
Tenn. 

Also Dr. Wayne Brock, optome- 
trist, Greenville, §. C., industrial vi- 


sion consultant for Riegel Textile 
Corp., Ware Shoals, S. C.; Dr. Sid- 
ney J. Janus, industrial psychologist, 
Georgia Tech; and John Scott, Jr., 
Rocky Mt. Mills, Rocky Mt., N. C. 

Recent research has shown that in- 
dustrial output was increased by from 
5 to 20 per cent when proper scienti- 
fic attention was given to lighting, 
color, and to the visual needs of em 
ployees. 

Dr. Walker H. Matthews, Athens, 
Ga., is general chairman of the Con 
gress, which is sponsored by the Gecr 
gia Optometric Association in co-op- 
eration with the Engincering Exten 
sion Division of the Georgia Institute 
of Technology. 

Members of the program commit 
tee are: E. W. Howard, Fulton Bag 
& Cotton Mills, Atlanta, chairman; 
Prof. W. N. Cox, Jr., head of Gea: 
gia ‘T'ech’s Department of Safety En 
gineering, co-chairman; J. B. Brow- 
der, Atlanta, Georgia Power Co., re- 
gional vice-president of the Illuminat 
ing Engineers Society. 

Also E. B. MacDougal, Pittsburgh 
Plate Glass Co.; Dr. Joseph E. Moore, 
head of Department of Psychology, 
Georgia Tech; and Dr. Harold D. 
l'owsley, East Point, Ga., Georgia 
Optometric Association. 


NISA Southwestern 
Chapter Convention 


THE FALL CONVENTION of the 
Southwestern Chapter, National In- 
dustrial Service Association, will be 
held in Fort Worth, Texas, October 
21-22, 1949, at the Blackstone Hotel. 

The Southwestern Chapter of the 
NISA is an association of electric mo- 
tor repair shops for co-operative self- 
improvement, ever striving to improve 
their service to industry, business, and 
the general public. 

A high light of the convention will 
be an address by John Ben Shepperd, 
of Gladewater, Texas. ‘The 33-year 
old past president of the United 
States Junior Chamber of Commerce 
will speak on “The Positive Ap 
proach,” at the opening morning ses 
sion on Friday, October 21. Mr. Shep- 
perd is utilizing his spare time in 
awakening people to the dangers of 
Communism, and to their responsibi- 
lities as individuals in a democracy. 


New Florida I.E.S. 
Chapter Installed 


PRESENTATION of the charter and 
gavel to the new Southeast Florida 
Chapter, I.E.S., marked the “South 
east Florida Chapter International 
Charter Night,” at the Columbus 


» ELECTRICAL SOUTH for OCTOBER, 1949 








Hotel, Miami, Fla., on September 30. 

New 1949-50 officers of the two re- 
spective chapters were officially in- 
stalled by Joe B. Browder, vice-presi- 
dent of the Southern Region, Illumi- 
nating Engineering Society, Atlanta, 
who also presented the charter and 
gavel to the new chapter. 

A highlight of the evening was the 
address, “This Golden Half Century 
of Lighting Progress,” by guest speak 
er Samuel G. Hibben, vice-president 
elect of the Illuminating Engineering 
Society, and director of applied light 
ing, Westinghouse Electric Corpora 
tion, Bloomfield, N. J. 

Sponsors of the event were the 
Florida Chapter, I.E.S., and the new 
Southeast Florida Chapter, I.E.S. 


Line Material Acquired 
By McGraw Electric 

Controt of Line Material Co., 
Milwaukee, Wisc., has been acquired 
by McGraw Electric Co., Elgin, IIl., 
according to an announcement made 
by W. D. Kyle, Jr., and Max Mc 
Graw, respective presidents of thc 
firms concerned. 

Merging the Line Material Com 
pany into the McGraw Electric Com- 
pany is contemplated and if desired, 
by the stockholders, will be made ef 
fective. 

Line Material Company manufac- 
tures electrical power line equipment 
sold principally to utility companies 
throughout the United States and 
Canada. Products manufactured in- 
clude transformers, lightning arresters, 
capacitors, manual and radio con- 
trolled switching equipment, galvan- 
ized pole-line hardware and _special- 
ties, street lighting equipment, ‘high 
voltage disconnects and fuses, fibre 
conduit, connectors, etc. 

Plants operated by Line Material 
are located near Milwaukee, Wisc., 
and at Zanesville, Ohio, North Kan 
sas City, Mo., Birmingham, Ala., 
Oneida, N. Y., East Stroudsburg, Pa , 
and Toronto, Canada. General offi 
ces are in Milwaukee, with sales offi- 
ces and warehouses located through- 
out the country. 

McGraw Electric Company manu- 
factures electric appliances of both 
heating and motor driven types, and 
electrical fuses and* circuit protective 
devices. The company is a pioneer 
manufacturer of automatic electric 
toasters, waffle bakers, heaters, food 
warmers. and other products, mar- 
keted under the brand name of Toast- 
master, and patented fuses marketed 
under the trade name of Buss Fuse 
tron and Fustat dual element fuses. 
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soties ov lies Holds tight but does 
i \" assures a positive not injure the fibrous 
IK tit and bond on the covering of non- 


— armored cable metallic cables. 


Gedney Patented Shoe-Hold Connectors have a flexible-jointed 
shoe that makes them conform to the shape of armored cable for 
positive grip and to clamp non-metallic cable without cutting. 


Easier to use, these carefully machined malleable iron fittings 
are protected by Ged-O-Lite finish that assures long, satisfactory 
service. Write today for samples and prices. All sizes available. 


GEDNEY ELECTRIC CO. 


GENERAL OFFICES: RKO BLDG., RADIO CITY, NEW YORK 20, N. Y. 


FOUNDRY, FACTORY AND SHIPPING POINT . TERRYVILLE,, CONN 
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TRIPLOC 
Plugs and 


- Receptacles 
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1, 2, 3, 4, 6, 8 pole interchangeable 
and reversible contact units. 
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An Exceptionally Versatile 
Line in the Heavy Duty Field 


An_ exceptionally versatile line, un- 
equalled in the heavy duty field, with a 
virtually unlimited number of assembly 
combinations to meet the individual re- 
quirements of any portable electrical 
equipment. 

Interchangeable contacts, 1 to 8 poles, 
can be assembled in standard plug 
shells and receptacle housings. The pro- 
tected female contact unit can be as- 
sembled in either plug or receptacle for 
safety in the line side of the circuit, Fus- 
ible types and units with one _ pole 
grounded are also available. 

Automatic bayonet lock with either 
manual or combination manual and au- 
tomatic release protects equipment and 
wiring. Wide range of pressed steel plug 
shells, receptacles, and cord connectors 
available in the complete Triploc line, 
including cast metal housings threaded 
for watertight gasket seal. Ratings up to 
20 amperes, 250 volts DC, 460 AC, Con. 
sult your Pylet Catalog 1100, Bul. 
1140-1, for complete listings. 


CONDUIT FITTINGS © FLOODLIGHTS 





Ni THE 
PYLE-NATIONAL 
SINCE 1897 COM PANY 


1354 N. Kostner Ave., Chicago 51, Ill. 





44 





NAMES IN THE NEWS 





Recent executive personnel ap- 
pointments announced by the City 
Public Service Board, San Antonio, 
Texas, include: V. H. Braunig, to be 
general manager; R. J. Foley, to be 
general superintendent of the Electric 
Department; and O. W. Sommers, to 
be executive assistant to the general 
manager. 

Mr. Braunig has seen 39 years serv- 
ice in the public utility field. He was 
formerly general superintendent of 
the Electric Department of the Board, 
in which capacity he supervised pro- 
duction, distribution, — transmission, 
and engineering, from 1943 until his 
appointment as general manager. 

Mr. Braunig succeeds N. Bernard 
Gussett, who resigned recently to be- 
come president of the lowa Power and 
Light Company. 

Mr. Foley, formerly superintendent 
of the Electric Distribution Division 
of the Board, was employed by the 
San Antonio Public Service Company, 
predecessor of the City Public Service 
Board, in 1928. He served in various 
positions with the Board, then ente1 
ed the Army in World War II, and 
returning to the services of the Board 
in 1945, was made superintendent of 
the Electric Distribution Department, 
which position he held until his re 
cent appointment. 

Mr. Sommers has been associated 
with the Board and its predecessor 
since 1929, and served in various posi 
tions in the Electric Distribution De 
partment until his transfer in 1935 
to the Electrical Engineering Depart 
ment. In 1942 he was made trans 
mission and distribution engineer, and 
in May, 1949, was appointed superin 
tendent of the Production Division of 


the Electric Departinent. Tle held 
this position until his appoimtment 
as executive assistant. 


‘The appointment of Howard H. 
Weber as gencral sales manager of the 
wire and cable department, United 
States Rubber Company, has been an 
nounced by C. W. Higbee, manager. 

Mr. Weber will supervise sales of 
rubber insulated building wire, ser 





Howard Weber 


ice entrance cable, armored and non 
metallic sheathed cable, portable cord 
and cord sects, Uskon electric radiant 
heating, battery separators, Electrix 
Wiring devices, and other specialized 
electrical wires for the radio, telc 
vision, mining, construction and elec 
trical industries. 


The William F.. Brice Company of 
1512 Pease Ave., Houston 3, ‘Texas, 
is now representing the Dongan Flec- 





V. H, Braunig 


R. J. Foley 


O. W. Sommers 
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tric Manufacturing Company in the 
State of ‘Texas. 

The Dongan Company manufac- 
tures a line of dry-type power circuit 
transformers, control and neon sign 
transformers, and oil burner ignition 
transformers. 


William B. Gile has been appoint- 
ed representative for the North and 
South Carolina territory of the Ender 
Manu/acturing Corp., according to 
announcement by Irv. §. Warner. Mr. 
Gile was formerly representative of 
Art Metal Manufacturing Corp., and 
was also connected with Westing- 
house Electric International Co. 

Mr. Gile resides at 2331 Sharon 
Road, Box 213, Charlotte, N. C., and 
is available to all distributors and their 
contractors as well as the architects 
and engineers, to assist in lighting 
layouts, recommendations, and sur 
veys for their prospective jobs. Mr. 
Gile is a member of the Carolina 
Chapter of the I.E.S. 

Coincident with the appointment 
of Mr. Gile, Emory M. Stanford, of 
4892 Durden Drive, Chamblee, Ga., 
has been appointed representative in 
the territory of Georgia, Alabama, and 
Southern Mississippi. 

Mr. Stanford was formerly with 
Georgia Power, operated as the Rich- 
mond district lighting engincer for the 
General Electric Supply Corp., and 
then was associated with the Sylvania 
Vixture Manufacturing Company _ be- 
fore coming with the Ender Manufac- 
turing Corp. 


Divisional managers have been ap 
pointed by the electrical wire and ca 
ble department, United States Rubber 
Company, to supervise sales of elec- 
trical wire and cable. 

Clarence H. Le Vee has been nam- 
ed castern division sales manager with 
headquarters in New York City. He 
will supervise sales in Boston, New 
York, Buffalo, Syracuse, Philadelphia, 
Baltimore, Atlanta, and Pittsburgh 
branches. 

Don B. Karlskind has becn named 
southwestern division sales manager 
with headquarters in Pallas, ‘Texas. 
Hie will be in charge of branch sales 
in Birmingham, New Orleans, Hous 
ton, Dallas, Kansas City, ‘Tulsa, St. 
Louis, and Denver. 


Warren L. Porter, of Davenport, 
lowa, has become a new vice-president 
of the Kansas City Power & Light 
Co., filling the vacancy caused by the 
rctirement recently of H. H. Kuhn. 

The announcement was made by 
Harry B. Munsell, president of the 


company at a meeting of 300 super- 
visory employees at the Hotel Pres:- 
dent in Kansas City, Mo. 

Mr. Porter has been head of the 
rate and appraisal department of the 
United Light and Railways Service 
company, service organization of the 
light company holding companies. 


Appointment of F. H. Heintz as 
division sales manager of the South- 
western Division, Sylvania Electric 
Products, Inc., has been announced 
by B. K. Wickstrum, general sales 
Manager. 


Mr. Heintz, formerly assistant di- 
vision sales manager im Chicago, will 
have his offices in Kansas City, Mo. 
He replaces J. C. Hicks, who has 
been appointed sales manager of 
Sylvania’s Canadian subsidiary, Syl 
vania Electric (Canada) Ltd. 

Mr. Heintz joined the company in 
1940 as a specialist in lighting fix- 
tures. During the war he handled 
engineering projects for Sylvania’s 
Electronics Division, returning to the 
Lighting Sales Division in Chicago 
as a salesman when his war work was 
finished. In his new capacity, he 
will report directly to Mr. Wickstrum. 
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SOLD THROUGH RECOGNIZED 





* Slender, appealing design that meets more 
lighting problems. 


* Economical operation, high power factors. 

* Easy installation. 

* Quick, low-cost delivery in all Southern 
and Southwestern states. 


* Available for 1, 2, 3, 4, 5, or 6 tubes. 


A complete line of fluorescent fixtures, 


Write Dept. A. 47 for catalog 


JOBBERS ONLY 











The appointment of George A. 
Love as representative for the Leader 
Electric Company in the states of 
Georgia and Alabama was recently 
announced by W. N. Gorham, vice- 
president of the company. A grad- 
uate of Georgia Tech, 1935, electrical 
engineering, Mr. Love was associated 





George A. Love 


for several years with Robert & Co., 
and was manager, electrical engineer- 
ing department, for this engineering 
firm at their Jacksonville office where 
U. S. Naval Air Stations were design- 
ed. After serving in the U. S. Navy 


as Radar Officer his postwar activi- 
ties have been confined to engineer- 
ing sales work in the Southeast. An 
experienced electrical and illuminat- 
ing engineer, Mr. Love will continuc 
to serve the engineering, jobbing, and 
contracting trade on their lighting 
requirements. 


Appointment of Hamilton Corey as 
branch manager at Charlotte, North 
Carolina, was announced recently by 
A. H. Nicoll, president of the Gray- 
bar Electric Company. Mr. Corey, 
who assumes his new post November 
1, succeeds Y. P. King, who is retiring. 

Starting with the company as a 
service clerk in New York, twenty 
seven years ago, Mr. Corey had risen 
to the position of manager of suppl; 
and outside construction sales, in De 
troit, prior to his present appoint 
ment.. He is a graduate of the Vir 
ginia Polytechnic Institute. 


With the view of giving better serv- 
ice to the electrical jobber, contractor, 
and utility organizations in the south- 
eastern states, Buchanan Electrical 
Products Corporation, 1290 Central 















A NAME 
GROWING BIG 
—ELECTRICALLY 


NEW ADDRESS — 590 MEANS STREET N. W. — ATLANTA, GA. 
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Ave., Hillside, N. J., have extended 
the sales territory assigned to H. Jack 
Belcher to include the entire state 
of Georgia. Mr. Belcher’s activities 
have previously been limited to Flori 
da, Alabama, and southern Georgia. 

The company stated that in view 
of the closely knit operations in the 
electrical field throughout the entirc 
state of Georgia, they are confident 
that this change in their arrangements 
for southeastern representation will 
be of considerable value to the clec 
trical trade in Georgia. 


Henry Gable, owncr of Gable Elec 
tric Service, Dallas, is new president 
of the Northeast Texas Chapter of tlic 
National Electrical Contractors’ Asso- 
ciation, succeeding Roy P. Gay. 





Henry Gable 


Percy L. Porter, of Busby & Porter 
has been elected vice-president, and 
Emest Butcher, of Butcher Electrical 
Service, has been named to the chap 
ter’s board of directors. 


Harold W. Parrott has been named 
operating manager of the new South- 
eastern District Warehouse of the 
Construction Materials Department 
of the General Electric Company. 
The new warehouse is located in 
Charlotte, N. C., and Mr. Parrott 
will make his headquarters in that 
city. 

Mr. Parrott has been associated 
with the General Electric Company 
since 1930. In that vear he joined 
the company in Bridgeport as a time 
clerk and subsequently held a num- 
ber of positions in the stock records 
and billing divisions. 

After service with the llth Air- 
borne Division of the Army Ai 
Forces in the Pacific, Mr. Parrott re- 
joined the company in 1945 and was 
associated with the installation of the 
department’s warehouses in Houston 
and Los Angeles. 
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NEW BULLETINS 


A NEW BOOKLET entitled “The 
Troffer That Adjusts After Installa- 
tion” has recently been issued by 
Smithcraft Lighting Division, Chel 
sea 50, Mass. 

Showing in detail the many fea 
tures of Smithcraft Shallow and Deep 
l'roffers, this 16-page booklet explains 
clearly the function of the Smithcraft 
Aligner Hanger, an exclusive develop- 
ment that permits levelling and ad- 
justing of the troffer after installation 
has been completed. 

The methods of installing the trof- 
fer in various ceiling constructions 
are shown, together with additional 
Smithcraft developments, such as the 
Plaster Frame, Slip-on Trim Flange, 
Duo-Cam Hangers, etc. 
the booklet are available upon re 
quest. 


( opies of 


A NINE-PAGE catalog covering sol- 
derless connectors, cable and conduit 
fittings and wiring devices, has been 
announced by the Buchanan Elec- 
trical Products Corp., 1290 Central 
Ave., Hillside, N. J. 

The catalog contains complete data 
on splice caps and lugs for wire pig 
tailing and terminating, box connec 
tors for metallic and non-metallic 
sheathed cable, cable clamps, insula- 
ted metallic conduit bushings, con 
duit locknuts, knockout plugs, termi 
nal blocks, attachment plugs,  fusc 
pullers, etc. 

Suitable illustrations, dimensional 
data and application instructions are 
included. 


ASSEMBLED in an easy-to-read for- 
mat that is extensively illustrated, 
Cornell-Dubilier’s new bulletin on 
pole-type capacitors is a_ veritable 
quick reference handbook. This bul 
letin not only gives pertinent data 
with illustrations about the capacitors, 
but also includes detail drawings of 
both the capacitors and mounting 
brackets, as well as a cut-out illustra- 
tion showing the construction details 
of the capacitors. 

Copies may be obtained by writing 
for Catalog No. 145 PF, Cornell-Du- 
bilier, Power Factor Division, South 
Plainfield, N. } 

eb 


THe Edwin IF. Guth Company, 
2615 Washington Ave., of St. Louis 
3, Mo., recently released a new cata- 
log on Artistic Ecclesiastical Lighting 





for Churches. This new catalog pre- 
sents a popular line of quality church 
lighting equipment, finely styled and 
efficiently engineered, for almost 
every church lighting need. 

This new catalog beautifully illus- 
trates the church lighting equipment 
and lists complete details. 

Write The Edwin F. Guth Com- 
pany for a free copy. 


Catatoc No. 49 has been issued 
by Regent-Savoy Electrical Mfg. 
Corp., New Rochelle, N. Y.—‘“ ‘No- 
Glare’ Incandescent and Fluorescent 
Lighting.” 

[Illustrations include bed lamps, 
desk lamps, circline units, kitchen 
units, chromium wall brackets, fluo- 
rescent and slimline strips and chan- 
nels, industrial units, louvre fixtures, 
and others. 

For a copy of this catalog write 
the manufacturer. 


A new Emerson-Electric Maste1 
lan catalog, illustrating in color and 
describing in detail their complete 
line of 1949 fans, is offered by The 
Emerson Electric Mfg. Co., St. Louis 
21, Mo. 





This colorful 32-page catalog gives 
design and construction specifications 
with complete performance data on 
the various types of desk and stand 
fans, air circulators, ceiling fans, 
kitchen ventilators, exhaust, attic and 
window fans. Included is detailed 
dimensional information for Emer- 
son-Electric Exhaust and Ventilating 
Fans and accessories. 

A copy of this catalog (Unit 
X6249) will be mailed to those re- 
questing it on their company sta- 
tionery. 


A NEw bulletin, C-130, has just 
been put out by The Reliance Elec- 
tric & Engineering Company on the 
explosion-proof, corrosion-resisting a-c 
motor 

Built to standards set by the Un- 
derwriters’ Laboratories for operation 
in Class I, Group D (for locations 
where hazardous conditions, i.e., gaso- 
line, oil, naphtha, alcohols, acetone, 
lacquer solvent vapors, and natural gas 
are present), the new motor, by the 
addition of a multi-conductor cable, 
rubber hose, and suitable packing 
glands, also fully meets the specifica- 
tions of the Bureau of Mines for use 
on “permissible” equipment. 
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ISN’T IT A GRAND FEELING 
TO KNOW THAT 


YOU CAN GET WHAT YOU WANT 
WHEN YOU WANT IT? 


Highest Quality at Right Prices 
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=_ 


aN 


— 2a 


_--—= IN THE HEART OF THE SOUTH 


SOUTHERN ELECTRICAL CORPORATION 


Tel. 7-3325 


Chattanooga, Tenn. 
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Protection for 


METERS and METERING 
CONNECTIONS with 


K - . S OUTDOOR 


METER BOXES 
Designed to give 


complete protec- 
tion, and to in- 
sure quick  in- 


e 


stallation and 
servicing of out- 


door meters. 














————_ 


WEATHERPROOF 
Safety 


— io; 
To | 


Py © cover isa 


All cover joints 


overlap. Top 


solid, one-piece 
stamping . 
no joints to al- 


9 low leaking. 











eo _ 
hcl 


TAMPERPROOF 
Safety 





Front cover is 
held in place by 
concealed — lugs 


and a latch 





which may be 


sealed or pad- WH) 


/7 
locked. Attempts Are ss 

alt tampering a 
are easily de- b @ Ky 














tected, : 
ectec Se el 


PROTECTION is the keynote of 
KEES Outdoor Meter Boxes. Select 
the boxes you need from four stand- 
ard sizes, ail with the’ exclusive 
KEES safety features. 


Write Dept. ES-2 For Free Catalog. 


Since 1874 


F. D. KEES 
MFG. CO. 


BEATRICE, NEBR. 
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ELECTRICAL BOOKS 


Photoelectricity and Its Application, 
by V. K. Zworykin and EF. G. Ram 
berg. John Wiley & Sons, Inc., 449 
lourth Ave., New York 16, N. ¥ 
494 pages, illustrated, $7.50. 

THe Aurnors’ Aint in this book is 
to present the reader with reliable 
data on the properties, preparation, 
and applications of photo-electric de 
vices. ‘The emphasis is on practical 
aspects. Tor the sake of clear pre 
sentation the formulas involved are 
included in footnotes. Reference ma- 
terial is supplec for those who are 
interested in supplementing their in 
formation on particular subjects 

he text 
by circuit diagrams, graphs, halftones, 
These, like the 


matter is accompanied 


and line drawings. 
text, are practical rather than theoret 
] ] 
ical, to help the 
material to specific uses. 


reader appl tiie 


Heaviside’s Electric Circuit ‘Theory, 
by H. J. Josephs. Chemical Publish 
ing Co., 26 Court Street, Brooklyn 
2, New York 
trated. 

Minis little monograph outlines the 


113 pages, $2.25, illus 


basic work of Heaviside in the field 
of ladder networks, transmission lines 
and other circuit problems. For the 
cnginee! 


electrical concerned wit] 


1 
transmission and circuit problems. it 
should prove of particular value as a 
hasis for making greater use of Heavi 


side’s operational calculus. 
) 


Communication Circuits, by Law- 
rence A. Ware and Henry R. Reed. 
John Wiley & Sons, Inc., 440 Fourth 
Ave., New York 16, N. Y. 403 pages, 
illustrated, $5.00. 

le AUTHORS cover the essentials 
of transmission and lead logically to 
such subjects as filters, impedance 
matching, and wave guides. The 
problem at hand is applied to the 
high-frequency 
sible. 

The field theory is treated in a 
manner designed to provide the 
reader with the necessary background 
for more advanced work plus prac 
tical applications in modern high 
frequency transmission. 

leatures of this edition include: 
the use of rationalized MKS system 
of units; a radical revision of the 
chapter on transmission-line parame- 
ters; a treatment of attenuation in 
wave based on Povnting’s 


range whenever pos- 


guides 


theorem; the addition of many new 
problems; and the extension of the 
discussion in many places where the 
authors’ experience has indicated it 
would be helpful. 


Electric and Magnetic Fields, by 
Stephen S. Attwood. John Wiley & 
Sons, Inc., 440 Fourth Ave., New 
York 16, N. Y. 475 pages, illustrated, 
$5.50. 

This VOLUME was written to pro 
vide a smooth transition from the 
study of mathematics, mechanics, 
and physics to advanced, profession 
level electrical engineering. 

I‘catures of the book are funda- 
mental field theory in simple mathe- 
matical terms; practice in expressing 
simple physical ideas in simple mathe 
matical language; practice in the 
methods of “field mapping” that in 
creases the number of problems 
which can be treated quantitatively; 
and a large number of drawings that 
give the correct shapes to the lines 
of flux and the equipotential surfaces. 


The Mathematics of Circuit Analy- 
sis, by Ernst A. Guillemin. John 
Wilev & Sons, Inc., 440 Fourth Ave., 
New York 16, N. Y. 590 pages, il 
lustrated, $7.50. 

Unis volun 
lection of a variety of principles and 
methods essential to a thorough un 
derstanding of  clectrical network 
theory. Specifically designed as a 
source book to supplement the usual 
undergraduate engineering mathema 
tics curriculum, it is appropriate also 
for use as a textbook in a course mm 
higher mathematics for engineers. 


is principally a col 











Do You Repair 
Electric Motors? 


If so... get your copy now of the new 


HARCO EEZE) CATALOG 


Complete up-to-date information on 
all makes of electric motor parts, 
bearings, brushes, capacitors, cou- 
plings and pulleys. 

Limited edition—mail this ad at once! 


HARCO EQUIPMENT co. 


2456 Ninth St. N.W., Wash. 1,D.C. 





ELECTRICAL SOUTH for OCTOBER, 1949 


a 











Called the Mitchell Module, the 


new system consists basically of four 


modules or units. These lighting 
NE W PRO D UCT NE TY units are called Modules because all 
have a single or multiple standard 
measurement of 16% inches. They 


( 4 
dS the CUSTOM-FITTING 


: | 
module Lighting System 


These 4 Modules make up the Mircrtu Moov Lighting System 


er ) 











Colonial Fixtures Sangamo Electric Company, Spring 
, field, Il. 

A HIGHLY decorative colonial pe These meters, designated as Lin- 

riod fixture has been announced by coln ‘Type AD-2, are equipped with 





; co ne OC ‘leve cae 
7 C owagg Lighting Co., Cleve two demand indicating pointers. ‘They module A module B 
and, Ohio. can be supplied with an instantaneous eee ce 5 thas bey tet Rese 


indicator to give immediate indication 
that load has been picked up after the 
feeder switch is closed. 

Sangamo also announces a new de 
sign in other meters in the AD series 
which provides a new dial and a larger 
opening in the cover for increased visi 
bility. 





Uses 4 7S-watt 1.12 475 ma Slimtine tamps i 


can be put together in innumerable 


Modular Lighting . 
: = = combinations to fit any commercial 


A NEW MopuULAR lighting system lighting need. ‘They can be lined up 
has been announced by Mitchell end-to-end, side-to-side, and end-to 
Manufacturing Co., 2525 Clyvbourn side, to achieve custom-made lighting 
St., Chicago. patterns. 








This “Twin Line” fixture adds an 
authentic note to ranch style and earl 
American homes, and is a true replica 
of a hanging oil lamp made and used 





in the 19th centurv. Designed for 
early American dining rooms, it also 
j uitable for carly American game Mr. Buyer is out for OUTSTANDING VALUE today... 
Ss suit € and that’s what he gets in the REVERE Line of Light- 
rooms and for use in front halls. ing equipment. Whip up your sales curve with units that have exclu- 
sive selling attractions and unmatched customer appeal. Make the 
e REVERE CATALOG your sales helper! 


SERVICE STATION—AIRPORT—SPORTS— 


PYLON-LITE INDUSTRIAL—MARINE LIGHTING 


Service Light 


EQUIPMENT 
\ PORTABLE service light, the 5025, Helps Service Stations ; No. 4200 
with a convenient outlet built into Sell MORE Gas and Oil {i FLOOD 
the molded bakelite handle has been al 71 AO — 
so an ideal unit for Race 1,500 Watt 


announced by the McGill Manufac 
turing Co., Inc., Electrical Division. 








Tracks, Outdoor Theatres, y 4. : 4 
Building Entrances, Park and ' — 


Estate Entrances, Etc. Lumin- i yn 
Valparaiso lndiana. aire houses 6 _ instant-start é 
, fluorescent lamps that produce 4 


a decorative and efficient 


; saa let, w ic SCIVCS aS <¢ ‘On- 4 4 
I'he outlet hich serve 1 con lighting effect. 


venient plug for power tools, solder- 
ing irons, or additional lights, is built 






solidly into the handle. ‘There are 
no parts to become loose or break 
out. The handle is fitted with a 


strong, plated, steel cage to protect 
the light bulb from breakage. It ° 
may be obtained with or without a 
reflector. 


ELIPTOR FLOOD 


An ingeniously de- 
signed ali aluminum 
or porcelain enamel 
open type flood. A 
big sales producer. 
Available in a var- 
iety of colors to 
match any color 


WEATHER PROOF 

ALL REVERE Enclosed Flood- 
lights are subjected to a “rain 
test’’ to make certain they are 
absolutely weather-proof . 

assurance of perfect perform- 
ance. No. 4200 shown above is 
a long range flood and has 
rotation feature with degree 





2 Ampere Demand Meters 





scheme. markings for safe servicing 
New THERMAL ampere demand , 
meters, designed for semi-flush ERE cE we C RIC MFG. ¢ Ge 
mounting on clectric power switch- 








; ES ee ‘a , 6005 BROADWAY CHICAGO 40, ILL. 
boards, have been announced by the INDOOR AND OUTDOOR LIGHTING EQUIPMFNT TO SERVE EVERY NEED 
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Soy | 


WIRE and 

CABLE with the 
DuPont 

NEOPRENE JACKET 


Year after year, on every kind 
of tough job, more and more 
wire users are specifying 
BRONCO 60 cords and cables 


with the Neoprene jacket 


Coils easily does not kink 
or tangle. Resists oils, chem- 
icals, abrasions, and rough 
usage. Its extreme flexibility 
means long life, easy han- 
dling, lower maintenance cost 


and safer operation. 







Write today 
for the name 
of your nearest 
BRONCO 
distributor 







WESTERN INSULATED WIRE CO. 


1001 E. SIXTY-SECOND ST.*LOS ANGELES 1, CALIF 








UNIVERSAL Tap Connector 
Made in 3 Surface Finishes 


Approved by Engineers and 
Contractors doing R E A work 
Effectively used as guy line ground, or 
transformer and lightning arrester con- 
nection to A.C.S.R. or copperweld con- 
ductors where the diameter may be from 
8-A  copperweld to .595” A.C.S.R. 

armour rods. 


ADAPTABLE TO A WIDE RANGE OF USES 

















KRUEGER & HUDEPOHL 


Solderleis Terminal Lugs and Connectors 
VINE AT THIRD-ES * CINCINNATI 2, OHIO 








Ornamental Pole Cable 


THE AVAILABILITY of a newly devel- 
oped RoLene (Polyethylene) orna- 
mental pole and bracket cable has 
been announced by Rome Cable 
Corp., Rome, N. Y., as an addition 
to its regular line of street lighting 
cables. 

This new product was designed for 
the interior wiring of ornamental 
poles, fed by underground cables,. 01 
for the exterior wiring of pole type 
bracket fixtures, and is available in 
sizes 10, 8, and 6 AWG. Construc 
tion is comprised of two thermoplas- 
tic insulated conductors laid parallel 
with a belt or jacket of polyethylene 
over all. 

Outstanding features of this prod 
uct are its very small dimensions and 
low cost. It is clean, neat, easy to 
use, and its completely non-rotting 
construction is unaffected by mois 
ture, ozone, as well as elements of 
weather and temperature, according 
to the manufacturer. 


Cireuit Protector 


InrropuceD by BullDog Electric 
Products Co., Box 177, Roosevelt 
Park Annex, Detroit 32, Mich., is the 
Pushmatic, a circuit protector featur- 
ing positive fingertip control and 
automatic protection for electrical cir- 
cuits. 





The Pushmatic has no intermediate 
position, so manual resetting is elim- 
inated. A simple push of the finger 
makes or breaks the circuit or restores 
the power flow when the circuit has 
been broken by short or overload. 

Additions and changes are simpli- 
fied with the Pushmatic unit because 
there are no complicated group 
mountings. Pushmatic is an indivi- 
dual single pole unit, which is avail- 
able in four types: thermal only; ther- 
mal magnetic; and both of these with 
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ambient compensation; all of which 
are identical in size and contour, mak- 
ing them easily interchangeable for 
rating and type. 
6 

Secondary Rack 

THE NEw one point secondary rack, 
manufactured by Electrical Manufac 
turing Co., P. O. Box 217, Batt! 
Creek, Mich., eliminates the conven 
tional easily lost cotter key and report 
edly reduces time required for installa 
tion. 





The spool may be changed at least 
a dozen times without damage to the 
integral cotter bolt retainer. ‘The 
broad curved back fits the pole snugly 
vet mounts solidly on a flat surface. 

According to the manufacturer, the 
secondary rack’s wide adaptability al- 
lows reduction of warehouse stocks, 
and samples are available from the 
Electrical Manufacturing Company 
on request. 


Hinged Clamp Stick 


THE compact, Chance Hinged 
Grip-all Clamp Stick was designed to 
be a trouble shooter with limited 
space for carrying tools, according to 
the manufacturer, A. B. Chance Co., 
Centralia, Mo. 








ALWAYS SPECIFY THE BEST 
WHITER THAN WHITE 


ABOSLITE 


@ Industrial 
® Commercial . . . Floodlighting 
© Pump Island Installations 


éghting 


The JONES METAL PRODUCTS CO. 
WEST LAFAYETTE, OHIO 


Sold Exclusively through Electrical Wholesalers 





a). 








». 








This multi-purpose tool folds in the 
middle, enabling linemen to carry it 
in a car trunk or behind the seat. It 
is quickly extended and rigidly latches 
itself in the open position. The hinge 
is operated by pushing a spring but- 
ton release. 

A sliding hand grip opens, closes, 
and retracts jaws which may be lock 
a handy hex 
head screw and safety catch. The 
safety catch must be depressed before 
the Grip-all’s jaws can be opened, pre 
venting accidental dropping of the 


ed in any position by 


load. 
2 


Combination Meter 


A NEW combination watthour and 
thermal kva demand meter for use by 
electric utilities having rate structures 
requiring the measurement of kva de 
mand has been announced by General 
Electric’s Meter and Instrument D 
vision, Schenectady, N. Y. 

Yesignated as the Type THE-1A, 
the new meter is essentially the same 
size as a conventional watthour me 
ter; hence it can be installed with 
out increasing the size of the original 
installation. It is available in the 50 
amp, 240-volt, single-phas¢ 
rating. 


3-wire, 


The watthour meter is essentially 
the same as the I-50 meter, which 
was first announced last May, except 


that the rotating element is of the 
conventional ball-bearing type. The 


thermal demand meter unit consists 
of the thermal unit, a current trans- 
former, a resistance valve, a potential 
transformer for exciting the heater of 
the resistance valve, and the driving 
mechanism, pointers, and scale. 


e 
Wire Connectors 


THE IMPROVED Holub Wire Con- 
nectors, manufactured by Holub In- 


LABORATORIES 
LABEL IS ON 
EVERY “HI” WIRE 
CONNECTOR 





dustries, Inc., include a streamlined 
design which tapers off toward the 
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top, making it possible to use these 
connectors in restricted spaces. 

A new high pressure moulding pro- 
cess, precision coiling of taper springs, 
and a moulding mixture of great re- 
siliency and bonding strength prevent 
coil springs working loose from the 
body of the connector. The new de- 
signs bite into solid or stranded wires 
securely and hold tightly. 

Holub connectors are listed by Un 
derwriters’ Laboratories. 


Miller Luminaires 


THe NEw Miller  Series-Louvei 
Slimline Luminaires have been an- 
nounced recently by The Miller Co., 
of Meriden, Conn. 

For use in commercial and indus- 
trial interiors, these luminaires are de 
signed for use with the 96-inch Slim- 
line fluorescent lamp, and are a semi 
direct type with predominant down 
ward component of light but with suf 
ficient light to eliminate undesired 
contrast between luminaires and ceil- 
ing. 

There are two types of these new 
luminaires—a 2-lamp 96-inch Slim- 
line luminaire; and a 4-lamp 96-inch 


Slimline luminaire. No starters are 


necessary. 
® 


EMT Connector 


THe NEW No. 11 *%-inch EMT 
Connector, manufactured by Tomic 
Sales and Engineering Co., Dept. 
CEE, 4864 Woodward Ave., Detroit 
1, Mich., is reported to be a depend 
able, time-saving contribution to the 
electrician. 





The interior stainless steel lock 
washer holds tubing securely, and 
makes uniform, safe, permanent, vi 
bration-proof, 6-point ground around 
the entire tube. 

Rain-tight, this connector is suited 
both for outdoors and in concrete 
slabs. There are no inside ridges to 
snag fish-tape or fray wire. Its easy 
installation makes it ideal for cramp- 
ed or corner locations. 
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> 
Sold Through Electrical Wholesalers 
SALES OFFICES IN PRINCIPAL CITIES 


RUSSELL & STOLL COMPANY, INC. 













Many unique built-in features insure ade- 
quate safety factors, assure low mainte- 
nance, and allow ease of installation. 

The high degree of standardization and 
interchangeability of parts provide a wide 
variety of types and sizes to meet every 
requirement. 

Ratings from 30 to 400 amps., 250 and 
600 volts. 


VAPORTIGHT 
WATERTIGHT 
AND 
EXPLOSION=~ 
PROOF 





catalog. 


Precision-Built Electrical Equipment 
125 BARCLAY STREET, NEW YORK 7, N. Y. 





Write for latest 











Extraordinary 
SERVICE 


Priceless 
Yet Costs You 
Nothing! 


Getting exactly “What you 
want, when you want it” 
may be worth thousands 
of dollars to you in emer- 
gencies. Yet this service 
is yours for the asking at 
SOUTHERN CARBON 
BRUSH. Whether your 
order is “emergency” or 
routine, you'll be pleased 
with our results .. . 
Manufacturers of Carbon, Graphite and Metal 
Graphite brushes for motors, generators and 
rotary converters Single phase motor brushes, 
carbon contacts for elevators and switchboards 

. . flexible braided shunts for controls and 
switchboards . . . Bunting bronze bearings, Safe- 
T-Mike Capacitors, Ideal Industries, Inc. main- 
tenance equipment .. . 


SOUTHERN CARBON 
BRUSH COMPANY, Inc. 








Birmingham 1, Ala. St. Louis 1, Mo. 
P. O. Box 1710 P. O. Box 4535 
7 18th St., S. W. 110 S. 9th St. 
Phone 8-6515 MAin 4060 








ACCESSORIES 


CONNECTORS 
SOLDER LUGS . . . SERVICE 


CONNECTORS . . . FUSE CLIPS 
TERMINALS...SHADING COILS 
New 80-page catalog now ready show- 
ing over 2,000 IIsco items in color. 
WRITE FOR CATALOG TODAY 
SOUTHERN REPRESENTATIVES: 
Verlyn H. Branham 
180 Interlocken Dr 
N. W. Atlanta, Ga. 
J. P. Lumpkin 
248 Tranquil Ave. 
Charlotte 3, N.C. 


COPPER TUBE 
| [ & PRODUCTS, Inc. 
CINCINNATI 27, 0. 
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Fluorescent Lamp 


AppiTion of a six-foot-long tube to 
its “fat slimline” series of fluorescent 
lamps has been announced by the 
Westinghouse Lamp Division, 
Bloomfield, N. J. 

(he new lamp is expected to be 
used in offices and restricted areas 
such as show windows, showcases, 
and coves which are too small to ac 
commodate the cight-foot-long lamp 
after which the new tube was model 
ed. Diameter of both lamps is 1'% 
inches. ‘hey produce 40 per cent 
more light at top current levels than 
the original one-inch diameter lamps 
introduced just after World War II. 


The new six-foot lamp will hav« 
] 


special appeal to maintenance crews 
It has high efficiency, and the con 
venicnt single pin slimline base fo 


push-pull replacements needs no star 
ters—vet it can be carried through a 
revolving doo, according to Westing 
house engincers. 

Like its companion, the six-foot 
lamp will be offered at various load 
ings, from .400 to .600 amperes, mak 
ing for flexibility in use. Named the 
72112, it starts instantly and has 
ibout the same lumen output per 
foot of length and surface brightness 

identical loadings as the cight-foot 
long lamp, the 961'12, so the two can 
be used together in a lighting svstem. 


Combination Fixture 


\ NEW TYPE fluorescent lighting 
fixture, designed for use in creating 
merchandise displays and ‘“‘point-of 
purchase” advertising as well as for 
general illumination in retail stores, 
has been announced by Kent-Moore 
Organization, Inc., Lighting Division, 
General Motors Bldg., Detroit 2, 
Mich. 





Introduced under the trade-name 
Val-Lite,” the new combination 
lighting-merchandising-advertising fix- 
ture is available in standard models 
having two or four +0-watt fluorescent 
lamps for single or multiple unit con- 
tinuous strip lighting applications. 

“Val-Lite” letters, for advertising 
or department identification, are six 
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inches high and’ finished in bright 
contrasting Chinese red for high vi- 
sibility. Each individual letter has 
two spring steel clips which fit into 
a retainer lip designed into the fix- 
ture to permit quick and easy chang 
ing as desired. 


+d 
Wiring Trough 


AN IMPROVED multiple wiring 
trough is being introduced by Stone 
Manufacturmg Co., of Elizabeth, 
i a 





Used for multiple mounting of Pat 
38 and R 40 lamp holders, the im 
proved model 10 trough incorporates 
side mounting in addition to bottom 
mounting. By placing one lamp in 
the side mounting hole the new at 
rangement now makes it possible to 
mount 8S lamp holders in the 2 
inch hole size. Planned cnginecring 
allows for ample wiring room. 

With this new development, on 
wiring trough mav be used instead of 


two in many installations. 


Weatherproof Switch 


Appirion of a new weatherproof, 


externally operated switch was an 
nounced recently by General Switch 
Corp., +5 Roebling St., Brooklyn 11, 
ae 








Sibo 


Anti-Corrosive Paint 
for 
Galvanized Structures 


J 


Including Fences, 
Applied in a single coat 


Cibor Inc. 


HACKENSACK, N 
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‘The new device was primarily de- 
signed for outdoor use on buildings 
requiring a 30-ampere capacity service 
entrance switch in combination with 
four plug fuse branch circuits. ‘T'wo 
stvles are available—R33NP4, with 
two main plug fuses; and R33NU4, 
without provision for main fuses. 
Both types are equipped with a l-inch 
hub. 

e 


Guth Fixture 


HE ApprITi0ON of a 4-40 watt sizc 
to their Guthlitc, Jr., line has been 
announced recently by the Edwin I. 
Guth Co., 2615 Washington Ave., 
St. Louis 3, Mo. 

The new 4-40W Guthlite, Jr., fea 
tures high lighting efficiency with low 
surface brightness. Louvres are hing 
ed for casy relamping. The fixture 
is of all-metal construction, with no 
glass or plastic panels. A_ pleasant 
spill light illuminates the sides of the 
luminaire to produce a radiant glow 
ing cftect. 

& 


“Butt-On” Lampholders 


DrVELOPMENT of a new. sct. of 
“butt-on” type slimline lampholders 
for use with its 75-watt slimline fluo 
rescent lamp has been announced .by 
Svlvania Electric Products, Inc. 





Having a small over-all size that 
blends with the long, thin design of 
the Slimline family, they require 
minimum of mounting space ind pro 
vide great flexibility in application 
The single-contact, high voltage end 
internal 
which allows casy insertion and 1¢ 
moval of the lamp. 


has an spring mounting 


Westinghouse Luminaires 


A vypr CS-276, cight-foot Slimline 
luminaire with matching — spotlight 
sections, extending the Merchandiser 
Planned Lighting Svstem for stores, 
is announced by the Lighting Divi- 
sion of the Westinghouse Electric 
Corp. 

High -intensity spotlighting — for 
highlighting featured displays is pro- 
vided in addition to the direct-type, 
general-area lighting supplied by the 
fluorescent unit. 
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Instant-Start Ballast 


A NEW instant-start, 40-watt Tu- 
lamp ballast designed for operation 
under extreme cold-weathcr cordi 
tions has been announced by Genera! 
Electric’s Specialty Transformer and 
Ballast Divisions, Schenectady — 5, 
mM: 

Carrving the same one-vear guaran 
tee as standard G-E ballast lines, th« 
new ballast may be operated in temp- 
cratures as low as -20 degrees I. 

\ special low-temperature capaci 
tor, together with special internal con 
struction, enables the ballast to op 
erate efficiently at these low temp 
eratures. It comes im a standard brick 
cross-section. 


Selling Service 


(Continued from page 17 


firm. lor example, another photo 
static copy shows lavout of transform 
cr room of Sears-Roebuck & Com 
pany, for whom Guarantee Electrical 
Company handled power for air con 
ditioning, lighting, cash registers, and 
cquipment through two store build 
ings, in St. Louis and East St. Louis. 
he blueprint covering lavout of the 
transformer room details the com 


plete wiring diagram, potential trans 
formers for metering, switch boards, 
current transformers, drains, discon 
nects, footings, column caps, etc., in 
such a way that these, too, may be 
readily comprehended by store engi 
neers or owners, in planning future 
installations. 

Some schematics are included in 
the sales kits which the St. Louis elec 
trical contracting firm has developed. 
However, these are used for the most 
part in working out installation meth 
ods with ciectrical engineers of the 
client, rather than in initial presenta 
tion. 

There have been many instances in 
which 
blueprint copy has saved endless hours 
of sketching, discussion, trips over in 
stallation sites, ctc., according to Mr. 
Ocrtli—and_ thus, the photostats are 
doubly valuable to both contractor 
ind customer. 


presentation of the precise 


Guarantee Electrical Company was 
founded in 1902, and was a_ typical 
small clectrical contracting firm until 
1944, when Mr. Ocrth, a member of 
the staff at the time, bought the in 
terests of the heirs of the original 
founder. ‘lhe company’s work covet 
ed all tvpes of clectrical contracting, 





TYPE D 
DRAWN ALUMINUM 
METER SOCKET 





DESIGNED FOR CABLE 
. BUT MAY BE 
USED WITH CONDUIT 








DUNCAN ELECTRIC MFG, CO. 
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APID CHANGE 
ALUMINUM 
EALING RING 


For Tustallation Ecouomy/! 


SE the socket designed for the job. Do you 

use cable—then the Type D provides the best 
installation at unequalled economy. If you use 
conduit; the Type C is the answer. Applicable to 
most residential and small commercial services, both 
Type D and Type C are readily adaptable to either 
cable or conduit, using standard available fittings; 
thereby reducing the number of items for stock. 
Both meet all requirements for standardization. 


snakes of watthous meters for nearly piply sare 


DUNCAN METER SOCKETS 


TYPE ¢ 
DIE-CAST ALUMINUM 
METER SOCKET 













i 
DESIGNED FOR CON 
DUIT ..BUT MAY BE 
USED WITH CABLE 
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OKONITE and 
MANSON tapes 





NON-METALLIC — BX. 
& GROUND WIRE 





Sold Thru 
Your Local Wholesaler 


ATLANTIC CONDUIT 


FITTINGS CO, 


BOSTON, MASS. 
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including house wiring, small scale 
commercial wiring, a few motor in- 
stallations, etc. 

“We had only two employees when 
I joined the firm in 1925,” Mr. Oertli 
reminisced, “‘and were more or less 
accepting any kind of electrical work 
which could be found.” 

An experienced electrical engineer, 
Mr. Oertli saw a lot of possibilities in 
expanding industry in the St. Louis 
area when he assumed presidency of 
the firm—and was already contracting 
large power installations, lighting sys- 
tems, and commercial wiring when 
the first war zlouds appeared on the 
horizon. 

The contractor had to start from 
scratch, with very little previous ex 
perience on the part of employees in 
multiple commercial installations. 
However, due to recognized skill in 
overcoming difficult installation prob 
lems, and the fact that Mr. Oertli 
would engineer complete installation 
plans before contracts were signed on 
any job, he swiftly built a reputation 
which has been steadily pyramiding 
ever since. ‘The St. Louis contractor 
hit upon the then unusual theory of 
“getting out in the field” and un 
covering potential electrical work for 
himself, through running down leads 
and tips, visiting new plants unde 
construction, suggesting dollar-saving 
remodeling of existing power systems, 
etc. 

“Getting started in this field was 
just as much a selling job as an 
electrical engineering service,” Mr. 
Oertli said. ‘Many of our first large 
contracts were the result of persistent 
sales calls month after month until 
the management was convinced.” 

It wasn’t long after Mr. Oertli had 
taken control that Guarantee Elec- 
trical dropped out of the house wir 
ing market and began concentrating 
exclusively on industrial and commer 
cial markets. ‘We had installed a 
little of everything prior to that 
time,” it was pointed out, “but on 
the basis of early experience, we 
found that there was a real need for 
a complete electrical organization 
which could engineer an installation 
all the way from the ground up, with 
out assistance if necessary.” 

As fast as each power installation 
job was completed, Mr. Oertli uti 
lized it, taking around facts and fig- 
ures to plant operators he felt were 
logical prospects. One job sold an- 
other, and by the time the war came 
along, Guarantee Electrical had added 
a score of electricians and engineers. 

During the war, when St. Louis 
ranked second in the nation for over- 
night industrial development, Guaran- 
tee Electrical Company “found itself” 
through tackling many high-speed, 


direly necessary contracts for war pro- 
duction agencies, private industry, war 
plants, etc. Included in some of the 
earliest were complete power supply 
wiring, motors, controls and substa 
tions for such huge industries as the 
Emerson Electric Company bomber 
turret plant, the Aluminum Ore Com 
pany, for which Guarantee Electrical 
Company built a sintering plant for 
extracting aluminum from heretofore 
wasted ores, plus many subsidiary con 
tracts. 

With the reputation established by 
this war work, Guarantee Electrical 
has been constantly occupied with 
similar large private industry installa- 
tion work ever since. Included in 
some of the better known projects 
have been power equipment for Huss 
man-Ligonicr, famous _ refrigeration 
equipment manufacturers in St. 
Louis, two new Sears Roebuck win- 
dowless department stores for which 
Guarantee provided lighting, power 
and air conditioning equipment; Cup 
ples Hesse Company, national enve 
lope manufacturers, and many other 
varieties of plant installations, includ 
ing everything from transformers to 
elevators and air conditioning equip 
ment. 

In all cases, while Guarantee Elec 
trical naturally followed specifications 
of architects and plant engineers in 
installation work, Mr. Oertli’s ability 
to simplify equipment and systems 
has been an important “‘selling force.” 
In many instances his recommenda 
tions lopped thousands of dollars from 
installation costs. 

Currently, the Guarantee concern 
is operating a full crew on installa- 
tion work at a large industrial plant in 
Louisville, Kentucky, as an example of 
how the firm’s reputation has spread. 
Efficiency, report executives, is based 





Prominent Eastern Manufacturer has several 
attractive territorial openings for the sale of 
popular priced lighting fixtures and a complete 
line of fluorescent starters including no-blinks 
to be sold through Electrical Wholesalers. 
Reply giving full details of your operation in 
first letter. Our employees know of this ad 
Box 634, Electricol South, 806 Peachtree St 
N.E., Atlanta 5, Ga. 














SOUTHWESTERN 
REPRESENTATIVE WANTED 


One of country’s finest ventilating equipment 
manufacturers is interested in a man who is 
between 30 and 38 years old. He must have 
experience in the appliance industry and show 
a record of proved ability. He must be able to 
sell and should have an aptitude toward sales 
management. The responsibilities include that 
of selling and handling the accounts of the 
various distributors in Texas, Louisiona and 
Oklahoma. Interested parties write Box 635 
Electrical South, 806 Peachtree Street, N. E., 
Atlanta 5, Ga. 
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USTOM-MADE BRUSHES 
Lertra cost! 


There's no production time wasted cutting down so- 
called ‘‘standard"’ brushes. 

There's no ‘‘field variation'’ — brushes are precision- 
shaped at the factory. 
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There's no extra cost — you get brushes that fit your 
commutator and rings exactly. 


© BS = 


The next time you need brushes, 

call the Helwig office near you 

for all the facts on how Custom- 
Made Brushes can cut your 
maintenance costs. 


DON’T RUN OUT 
OF BRUSHES! 


Here's a simple way to 
maintain your brush stock. 
Choose any of 8 Helwig 
Brush Kits. Bulletin 65 
gives complete details. 








ee HELWIO - 72 
MOTOR BRUSH KIT 
—Neo. 12- 


| 











0. Wie 









COMPANY, Mibenwhas ! 





SOUTHERN OFFICES 









Atlanta 316 Walton Bidg.; La. 7202 
Oklahoma City _ 323 NW 2nd St.; Tel.: 2-6881 
Houston 1101 Chenevert; Ch. 4-6549 
St. Louis 1913 Washington Ave.; Ch. 6510 
El Paso 708 N. Piedras St.: Main 7845 









HELWIG CO., Carbon Products 


Mokers of Multiflex and Transert Brushes 








5/8"x s' GALVANIZED 


GROUND RODS 


Steel ground rods, with one end pointed for easy driving, 
and hot-dip galvanized for extra protection. %”x8' carried 
in stock ready for immediate shipment. Can furnish other 
sizes and lengths if quantities sufficient for production. 


ATLANTIC 


STEEL COMPANY 


(DIXISTEEL iN ieune Meany 


P.0.BOX 1714 











Handbooks of Adequate Wiring 


Two valuable booklets avail- 


able with Electrical South. 
“Handbook of Rresidential Wiring Design” and 
“Handbook of Farmstead Wiring Design,” sum- 


marizing the latest authoritative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 
dress, and remittance at once to make sure of getting 
your copies. 


ELECTRICAL 
806 Peachtree St., N. E. 


SOUTH 


Atlanta 5, Ga. 
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GET LONGER SERVICE 
GET RELIABLE SERVICE 





Switch space is often limited 
in modern, streamlined light- 
ing canopies and fixtures, 
and FHP motor housings. 
However, by picking a Levo- 
lier Model 41 or 71, these 
units can have a reliable 
switch that will outperform 





pa vy. oe and outlast most small size 
4" x 134" switches two-to-one. 


é 


COMPACT, STURDY MODEL 41 hos a single pole, 


double break mechanism, lever operated for positive control 
from any angle. It is widely adaptable for conduit box and 
canopy mounting for either incandescent or fluorescent lighting 
or FHP motors. Equipped with 6’ cord with bell or plain lever. 
Standard finishes: dark bronze or burnished nickel. 


Other finishes on special order. 


brass, 


Push or pull in any direction . . . they work . . . giving eco- 
nomical, current saving individual control. The name Levolier 
on a switch is your guarantee of quality. Each of the twenty 
or more parts is made to precise standards and carefully 
assembled under rigid inspection. Choose Levolier switches 
for years of trouble free performance, as leading craftsmen 
and manufacturers have done for over thirty years. 





MODEL 71 for installation 
where extra-thin switch is essen- 
tial .. . 33” thick! 125V. “T” rated; 3 amp. 250V.) 
Easily installed with 6” wire leads which are permanently 
fastened to the terminals by pressure connections. Case is of 
molded phenolic plastic, with brass, dark bronze or burnished 
nickel lever. Complete with 6’ cord and bell. 


pat é: 


(6 amp. 


“AVAILABLE FROM 
YOUR ELECTRICAL WHOLESALER” 








For the New McGill 
Catalog No. 49 write to 


McGill Manufacturing 
Co., Inc., Electrical Divi- 
sion, 650 N. Campbell 


electrical 


Street, Valparaiso, Ind. 


specialties 

















on Mr. Oertli’s paying excellent wages 
to every employee, and insisting upon 
a fair day’s work from each.  Inc1 
dentally, under his management, cm- 
ployee turnover has been almost non- 
existent. 

With engineering ability an im 
portant contract builder, Mr. Oertli 
has added an expert engineering staff 
over the vears, including Arthur Kas 
per, chief engineer, and Max Gust 
and Albert Grubel, assistant engi 
necrs. 

Code Changes 
(Continued from page 26) 
least one-half inch apart, may be_ laid 
flush with a concrete floor surface, if cov 
ered with substantial linoleum at least 
one-eighth inch thick or with an equiva 

lent floor covering.” 

Paragraph Raceways 

Concrete: 
Delete 


Comment. Flush floor ducts in of 
fices are no longer restricted to signal 
and control circuits. 


Article 362—Wireways 


Section 3624. Number of Conductors in 
Raceway: 
Add a fine print note to the present pa 
ragraph, reading: 

“The correction factors specified in 


Note 4 of ‘Table 1 of Chapter 10 are not 


Flush With 


this section. 


applicable to the foregoing.” 

Comment. Wire current-carrying 
capacities need not be corrected, for 
more than three conductors in a race- 
way. 


Article 370—Outlet, Switch and Junction 
Boxes, and Fittings 


Section 3704. Metallic Outlet Boxes: 
In line 2 (N.F.P.A. edition only) 
change word “of” to ‘‘or’’. 
Section 3709. Number of Conductors in 
a Box: 
Add a fine print note 
heading “Deep Boxes” 
“Where there is not sufficient spacc 
for a deeper box, four No. 14 Awg con 
ductors may enter a box provided with 
cable clamps and containing. one or more 
devices on a single mounting strap.’ 


under the table 


to read: 


Comment. The use of shallow 
boxes is clarified and two cables are 
permitted in a shallow switch box. 


Article 373—Cabinets and Cutout Boxes 


Section 3732. Damp or Wet Locations 
In the fifth and sixth lines change the 
dimension ‘one-half inch’ to: one-quarter 
inch. 
Comment. 
1/4-inch away 
walls. 


Cabincts need be onl 
from damp or wet 


Article 374—Auxiliary Gutters 
Section 3745. 
Raceway: 

Add a second fine print 
this paragraph, reading: 


Number of Conductors in 


note to follow 


“The correction factors specified in 
Note + of Table 1 of Chapter 10 are not 
applicable to the foregoing.” 

Comment. Wire current-carrying 
capacities need not be corrected for 
more than three conductors in a race- 
way. 

Article 400—Flexible Cords 
Section 4005. Show-Windows and Show- 
Cases: 

Add Types ‘SU’ and ‘SUO’ to those 
now listed in this text. (To be inserted 
according to alphabetical order.) 

Section 4007. Insulation—Over 300 
Volts. 

Add ‘Types ‘SU’ and ‘SUO’ to those 
now listed in this text. (To be inserted 
according to alphabetical order.) 

Comment. Service cords with un- 
milled rubber insulation, also in oil- 
resistant types, are recognized. 

Article 410—Lighting Fixtures, Lamp- 
holders, Lainns, Receptacles and 
Rosettes 
Wiring of Fixtures 
Section 4144. 

Conditions: 

Add ‘T'vpes ‘RUT’ and ‘RUFF’ fixture 
wire to those with rubber insulation now 
listed in this section. (Insert after I'l'-32 
in fourteenth line.) 

Comment. Unmilled 
sulation, or fixture 
lamps not larger than 60 watts, is 
recognized. 

(To Be Continued ) 


Conductors for Special 


rubber im 


wires serving 





perfect CORDination \‘ 


Electrical appliances c 
work like a team with : 
CORNISH Cords and Plugs. 
Sure contact, long wear— 
and an end to CORDelirium 
with 


CORDS and CORD SETS 


APPROVED BY UNDERWRITERS LABORATORIES 





A 


The KULKA 
SWIVEL. 
SOCKET 


S pot-liter 


Used with Spotlight or 
Floodlight Bulbs up to 
300 Watts 

DIE CAST BASE 

WITH ATTRACTIVE 


STATUARY BRONZE 
FINISH 


won’t tip over. 


lamp. 
makes fine 
home use. 





A thoroughly enginecred, and 
Adjustable to full 90° in ONE OPERATION. The 
unit is lightweight, yet sturdy—and so steady it 
Has convenience outlet in base to 
permit banking without junction blocks and cords. 
Also has bayonet lock in base to allow use as a pin-up 
Ideal lamp for show windows, etc., but also 
“sun lamp” or “infra red” lamp for 


Feature Devices from the KULKA Line 


No. 168 
With 6 ft. cord 
Fully wired 
Ready to plug-in 
660 W-250 V 


—Has Convenience Outict 


handsome appliance. 


CORNISH WIRF r ms ep Write for Circular, or Catalogue of Complete Line 
OMPANY, inc | 


KULKA) KULKA ELECTRIC MFG. CO. 





19 Park Row =—~New York 7, N.Y. vod 


30 SOUTH ST., MT. VERNON, N. Y. 
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October. 1949 
[TRIAL Wa Se oot 


5 sf of Electrical South. 


Q 
a 


Appliance Section 


Household and Commercial Appliances ° Radio . Television 


HOW TO TREAT A CUSTOMER 
—You can influence customers and 
win sales over ai cup. of coffee. 
many dealers have discovered. Wo- 
men enjoy moments of relaxation 
and are more in the mood to hear 
sales talk when it is given over a 
cup ol coffee. . . And of course 
it doesn’t hurt the sale of modern 
coffee makers, In Beaumont. 
Devas. a progressive dealer extends 
the idea even further. He has a 
special baleony applianee depart 
ment where oaiouniformed maid 
serves freshly baked cookies and 
coffee throughout the das. He re- 
ports that the plan has helped sale- 
to such an extent. he doesn’t have 
to worry about the few “regulars” 
whe onls shop. (Photo courtess 


Landers, Frary & Clark) 
aa 
ALSO IN THIS ISSUE: 


Sell the Sizzle in 


Kitchen Appliances ; 60 


Paint Your Trade-In- 


For Greater Profits 62 
Is the Boss on the 

Pavroll? 6 ; 66 
Sueceessful Dealer Tells 

How to Find a Customer .. 70 
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.. NO OTHER LINE OF 





APPLIANCES OFFERS YOU 
ALL THESE ADVANTAGES 


1. 


2. 


3. 


4, 


BIG MARK UP for extra profit -- puts more 
cash in your pocket. 


COMPLETE LINE of table appliances -- quality 
built for long, dependable service. 


PRICED TO SELL the big mass market -- with 
a fast turnover. 


ENTIRELY NEW and up-to-the-minute in de- 
sign - packed with sales appeal. 


Get set for your most profitable season with a com- 
plete stock of DOMINION TABLE APPLIANCES. 


Available through reputable distributors 
across the nation, 


o 


ELECTRIC CORPORATION 
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Mansfield, Chin OR 
7 
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Toustawell 


18” TOASTER 








Colorful full-page ad in LIFE to fo, 
climax concentrated campaign pre-selling 
69,250,000 readers of 7 leading national magazines: 


American Magazine, Better Homes and Gardens, Esquire, 
House Beautiful, House and Garden, Ladies’ Home Journal, Life. 


We're really beating the drums to boom your holiday sales of TOASTSWELL Auto- 
matic Toasters. ..one of the most power-packed promotions ever put behind a toaster, 
concentrated at the peak of the gift-buying season. And to help you channel this tremendous sales 
impact right into your store, we've prepared plenty of FREE merchandising tie-in material. The harder 


you beat the local drums for TOASTSWELL, the more your sales will boom...Boom... BOOM! 


~ a ...be sure you get your copy of this hard- 

YOUR lountawell DISTRIBUTOR A) hitting merchandising package containing 
|. LEO details of newspaper mats, streamers, dis- 

play cards and string tags you may order 


HAS THIS COMPLETE RETAIL ONS cette lies ne Nig 400 Gah Oi 
y Window Display Contest; and a complete 
MERCHANDISING TIE-IN KIT FOR YOU 


“timetable” showing exactly how and 
when you can tie-in most profitably with 
this huge TOASTSWELL promotion. 





..and be sure your TOASTSWELL Toaster stock A 
is adequate for maximum profits! If your distributor “3 Li SJ 
cannot supply you, write direct to: He is 


America’s tastiest toast is made in 


Model 444-A 





THE TOASTSWELL COMPANY 
Model 222-A 620 TOWER GROVE AVENUE, ST. LOUIS 10, MO. 
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The radio recipe contest sponsored by the Mississippi Electric Mart, Jackson, 
Miss., creates good will, interest — and customers — for the company. E, C. 
Bevington, above, president and general manager of the store, is sole judge 
in the recipe contest. All recipes submitted are tested in the store’s own 
kitchen, and the one Mr. Bevington likes best wins for the week. 


WHueEN THE telephone rings at the 
Mississippi Electric Mart, 415 East 
Capitol St., Jackson, Miss., it’s sel- 
dom an order for an electric range 
or a new refrigerator. It’s usually 
some busy housewife who wants a 
recipe for a special menu! 

When Jackson housewives want 
to concoct a special delicacy for an 
important occasion they usually call 
Mississippi Electric Mart because 
they have one of the largest collec 
tions of tested recipes to be found 
anywhere, with experts to tell them 
how to cook the dishes and kitchen 
range engineers to help them if need 
ed. 

E. C. Bevington, president and 
general manager, opened his electric 
appliance store last year. He had 
the notion that the “sell the sizzle: 
instead of the steak’’ idea should be 
applied to appliance selling and that 
of the galaxy of electric appliances, 


60 


kitchen appliances were most impor 
tant. His twelve months in business 
is building a bigger “‘proof pudding”’ 
cach month during a time when na- 
tional sales volume in these lines is 
down. 

“T figured the emphasis should be 
on the product of these electric kitch- 
en appliances rather than on_ the 
appliances themselves,” Mr. Beving- 
ton said, ‘and that is how our origi 
nal selling plan started.” 

Essentially the selling program 
consists of a radio program, a cook- 
ing school, a recipe swapping ex- 
change, a prize contest, and a means 
whereby winners can be presented 
on the radio. 

The plan operates under the name 
of ““What’s Cookin’,” and this slogan 
has been copyrighted by Mr. Beving- 
ton. By means of a Monday after- 
noon radio program, listeners are 
asked to submit their favorite recipes 


sell 
the 


sizzle 

im 

Kitehen 
Appliances 





by L. H. Houck 


to the store in order to participate 
in the contest. Each week the per 
son who submitted the winning rec 
pe is presented with mezchandise 
valued at from $10.00 to $15.00. 
The program is aired on WRBC 
each Monday afternoon at 1:45 
o'clock. 

Recipes submitted are tried out 
in the Electric Mart kitchen. Noth 
ing is taken for granted. ‘They cook 
it up. Mr. Bevington is the official 
taster. If he likes one better than 
any of the rest, that recipe wins. 
There are no panels, juries, or other 
judges. Electric Mart employees 
eat the product of the kitchen. 

Prize recipe submitted since the 
program started was probably the 
King Gustaf Cake recipe for which 
the owner originally paid $100. At 
the other end of the scale, the prize 
recipe for lack of interest was one 
turned in for making carrot cake. 
The cake was made with nine car- 
rots. Mr. Bevington didn’t like it. 

Besides winning the weekly prize 
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“What’s Cooking’” 
Call 3-3112 


For any recipe 


For a weekly or party menu 
And for a grand weekly prize 


EVERY WEEK! 
SWAP RECIPES WITH US. SEND US 


YOUR FAVORITE. REMEMBER—ALL 
YOU HAVE TO DO IS CALL 3-3112. 


i * Tune in Station WRBC every Monday at 
™ 1:45 to hear “What's Cookin’” program 
and to héar the prize cook of the week. 


Miss. Electric Mart 
415 E. Capitol Street 
JACKSON, MISSISSIPPI 


Listeners to the weekly radio pro- 
gram are invited to call the Elec- 
tric Mart for recipes, for they 
have one of the largest libraries 
of cooking recipes in the state. 
When a call is received, the store 
inquires as to what type stove, pans, 
pressure cooker, etec., she has, and 
then suggests the best equipment 
for cooking that recipe. Thus each 
person calling leaves a_ prospect 
card well filled out. 


which usually consists of a set of 
kitchen knives or some popular uten 
sils, the owner of the recipe appears 
on the radio program. She is in 
terviewed by the store’s home econo 
mist and they discuss the recipe, 
cooking practices, electric ranges, re- 
frigerators, pressure cookers, and elec- 
tric mixers. 

All listeners are invited to call 
Electric Mart for a recipe when they 
need something special and plenty 
of them do. In the five weeks this 
prcgram has been running they have 
accumulated a file of names number- 
ing almost 500, representing women 
who have called for and received a 
recipe. Most of these women are 
prospects for some appliance. 

When a call for a recipe comes in, 
they first search their own library of 
cooking recipes which now is one of 
the largest in the state. If they don’t 
find it there, they then search the 
public library; and if it is a recipe 
which they still can’t locate, thev 

(Continued on page 91) 
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(Top) This rolling kitchen in a truck carries the company’s cooking en- 
deavors to rural homes. The truck is equipped with a complete kitchen, 
and meals are actually cooked up for the prospect and some of her friends. 
She can suggest the menu to be used, or the company will use one of their 
own. (Bottom) The store kitchen is always used to prepare meals for sales 
meetings. In this way, salesmen also learn how to operate the appliances 
they sell by actually using them so they can more readily demonstrate and 
explain the product they are selling. 
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Paint Trade- 


for greater 


will sell reconditioned, 
refrigerators profitably as 
a handsome paint job, ac 
cording to Rov Dnudding, service 
manager for Oklahoma Appliance 
Company, in downtown Oklahoma 
City. 

Since 1940, Oklahoma Appliance 
Company has shown a consistent 40 
per cent profit on trade-in refrigera- 
tors, all of which Dudding credits 
directly to the handsome paint jobs 
which the firm automatically applies 
to 95 per cent of the refrigerators 


NOTHING 
trade-in 
well as 


Oklahoma Appliance Co., Oklahoma City, has earned a 
reputation for handsome, guaranteed trade-in refrigerators 
through the paint jobs automatically applied to 
95 per cent of the refrigerators taken in trade. Above is 
well-finished trade-ins 


largely 
the 


showroom interior, where 


In 


Appliances 


rotits 


taken in trade. The firm 
between 35 and 40 refrigerators and 
washing machines rebuilt and refin 
ished per month in two large repair 
shops in the basement of the build 
ing, all of which are sold within a 
few day’s time, either from the main 
new-appliance showroom, or from a 
small hallway showroom at the rear 
of the store. 

Dudding deplores the idea of most 
appliance retailers that it is “‘all right 
to merely break even” on trade-ins, 
and points out that if the dealer will 


avVCTages 


are 


by Robert A. Latimer 


to install really effi 
cient reconditioning facilities, and 
most important, a paint-spray outfit, 
he can invariably show a worth-while 
profit on all trade-in sales. 

“Our theory is that we can make 
more money from an ecye-appealing 
coat of paint than anything else in 
the store,” he smiled. “The average 
customer will cheerfully pay $20.00 
to $30.00 more for an eve-appealing 
refrigerator in fair condition than fot 
ugly, rustv models which have had 
far less years of service.” 

With a large crew of outside sales- 
men, and averaging the sale of 600 
refrigerators per vear, Oklahoma Ap 
pliance Company naturally has had 
to deal with a substantial flow of 
trade-ins. ‘These, as soon as received, 
are transferred to the basement rc 
conditioning shop, where units are 
removed, thoroughly cleaned, and 
tested, while the cabinets go around 
a partition into the paint recondi- 
tioning department. Here is located 
a large paint booth, with suction fans 

(Continued on page 90) 


take the troubl 


often displayed alongside new models. Left, below, is an 
exterior view of the store, where an average of 600 refrig- 
erators are sold per year, which means a substantial flow 
of trade-ins. On the right is the big reconditioning shop 
maintained by the company. 
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A Dealer Co-op Story 


MANAGEMENT of one of the Mid 
dle South’s best utility companies 
had become mesmerized by the ogre 
of efficient operation: overhead. Like 
the many-headed demon of mythol- 
ogy, every time they cut off one head, 
two more grew to replace it. 

By 1948, two years of postwar in- 
flation had brought a crisis in the 
company’s fight to preserve the price 
of the lowest-cost item in the family 
budget. Even the electric company’s 
president was saying, “Unless we find 
some way to offset spiraling costs of 
production, a rate increase is inevita- 
ble.” 

This was the danger flag for Mid- 
dle South magicians who had con- 
tinued to operate through the war- 
time boom and_ postwar pressure 
without taxing the customer. It was 
especially critical because of the poli 
tical issue involved in an unending 
War against government operation of 
the power industry. 

Power houses were pulsating at top 
loads and top efficiency. Engineers 
were maintaining peaks by turning 


by Max Sudduth 


Assistant General Sales Manager 
Arkansas Power and Light Co. 


over the hydro-clectric generators at 
Carpenter and Remmel dams, com- 
pany-owned water power works. Ac- 
counting experts were counseling op- 
eration and maintainence chiefs on 
better and less expensive ways of do- 
ing business. 

This wasn’t enough. Fucl costs, 
matcrials, and labor continued up- 
ward. Under construction is a multi 
million dollar expansion program to 
provide twice the amount of kilowatt- 
hours used before the war, but two 
vears of operating time passes dur- 
ing construction of a modern power 
house. 

Assailed by political pressure from 
those who would socialize the busi 
ness, Arkansas Power & Light Com- 
pany knew it must find an answer. 
It came from a department that had 


lanned selling 


‘is the pathway 


fo success” 


} 


been forced into icthargic content- 
ment by six vears of wartime power 
restrictions. 

Sales department cxecutives of Ar- 
kansas Power & Light Company stud- 
ied the problem and derived a solu- 
tion. ‘They didn’t just happen upon 
an idea. They studied voluminous 
production and opcration statistics, 
poured over analyses of the four basic 
markets for clectricity — industrial, 
commercial, residential, and rural. 

Increased generating capacity 
would be consumed principally by 
the vastlv-expanding industrial mar- 
ket, and through the proportionate 
demand by commercial and _ residen- 
tial users. It was on the fourth front 
that sales experts found they could 
increase the use of kilowatt-hours 
without an equal in gen 
erated capacity. 

Company enginecrs had pursued a 
load diversity study to find the svs- 
tem’s present load could supply an 
additional 8,000 to 9,000 farm users 
with an insignificant increasc in the 

(Continue? on sage &8) 


Increase 


When the Arkansas Power & Light Company set out 
to develop the rural market, they knew it would take 
more than a haphazard sales scheme. Thus they con- 
ceived a rural load-building plan, which is two-fold 
in its aims: to increase net earnings, and to create 
new wealth for the farmer. Right, an example of the 
thorough canvassing being done by AP & L salesmen 
was the addition of their 200,000th meter as a result 
of their program. The new customer is “Aunt” 
Derinda Hunt, 110-year-old Scott county resident, 
being welcomed as a new customer by Manager Way- 
land Kemp, of Danville. Below, members of the 
Sales Department are shown with their battery of 
sound motion picture projectors, used to show films 
on appliances. 


OUR 
200,000t» 
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for contest prizes and admits that 
sales are tougher this year. 

But neither he nor the sales staff 
is conceding anything to recession. 
They constitute a hard-hitting crew. 
And salesmen don’t mind paying a ° 
. £ small fine for being late to the regu- 
f LX.) $s OF me lar morning sales meeting—even if 

they are late because they were out 
e following ice wagons and _ spotting 
ntiwves houses without electric boxes. 
There are no shiny seats in_ the 
pants of Hagy’s salesmen, for his 
by Baron Crearer contests keep them on_ their toes, 
- : ‘ physically and mentally, and_ there 
have been some resourceful perform 
ances by individuals to spur the pack 
on. Consider this example: 
lor the regular monthly contest 
last May, Hagy posted five suits of 


spend from 42 to %4 of 1 per cent 








SUBSTANTIAL MONEY is invested by January of 1946, and now maintains clothes. with the best suit for the 
Sam Hagy—$3,500 last vear—in a minimum force of 22 salesmen. top man; and a new salesman won 
prizes distributed among salesmen Dealing exclusively in appliances, it, hands down, making some of the 
through contests, and he gets the with all of Dallas as his territory, he veterans appear to be standing still. 
kind of sales enthusiasm and effort grossed $700,000 last vear, of which The newcomer’s performance ex 
that warms the heart of a man who V2 of 1 per cent went into prizes fot cited the curiosity of Hagv, who 
owns the business and also acts as sales contests. couldn’t understand how a_ beginner 
sales manager. Chis vear his bill for prizes may could shade those top-ranking vet 

Hagy opened The Good House run into more, or less, money, de- evans and keep it up. So he got the 
keeping Shop in Dallas, Texas, in pending on volume. He plans to new man in a corner and asked him 











Both Owner and Sales Manager Sam Hagy and “the wheel” the wheel on a salesman who is late to the regular morn- 
above figure prominently in sales stimulation activities at ing sales conference. Whatever number the wheel stops on, 
The Good Housekeeping Shop, in Dallas, Texas. Manager the salesman must contribute an equal amount of pennies 
Hagy has worked out a competitive system that brings per- to the “kitty,” which some qualifying salesman will win 
sonal pride into sales performance. Above he is spinning at the end of the week through extra effort. 
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The regular morning sales conference, above. begins lined and weak spots in performances pointed out. He us- 
promptly at 8 o’clock, with Manager Hagy,. at left, in ually handles demonstrations, but occasionally has one by 
charge. During the 30-minute meetings contests are out- a factory man to further hold the salesmen’s interest. 








how he managed to get so much busi 
ness. 

“Well,” replied the newcomer, “I 
work pretty hard.” 

“Yes,” agreed Hagy, “I know, but 
what else.” And then the story came 
out. 

The salesman has a wife and a 
voung daughter who had been mak 
ing what nearly amounted to a non- 
stop trolley-car and bus tour of Dal 
las. When the breakfast dishes were 
done, the wife and daughter board 
ed a street car. Each sat on a dif- 
ferent side of the car, with pad and 
pencil ready and thus they traveled 
from terminal to terminal on practic 
ally every public transporation route 
in Dallas. And here’s the payoff— 

Every time wife or daughter saw 
a house displaying an ice card, the 
address was jotted down. ‘Thereafter 
friend husband made the rounds of 
that oversized prospect list—in the 
family car—and sold electric refrig- 
erators. 

Every month there is a similar con- 
test in progress at The Good House- 
keeping Shop. In June the prizes 
were a three-fourths ton air condi- 
tioning unit, a refrigerator, and an 
evaporative cooler. 

At The Good Housekeeping Shop 
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the emphasis at that time was on 
boxes and the contestants 
were graded as follows: For 
new refrigerator sold, 25 points; for 
each used refrigerator sold, 25 points; 
for everv $100 in sales volume ex 
clusive of refrigerators, 10 points; 
for each electric box placed on dem 
onstration, 5 points; for each sale of 
a certain model box on which the 
store at that time was long, an ad- 
ditional 5 points. 

Quite often three contests are run 
ning simultaneously, as was the case 
in June. 

“At that particular time,” explains 
Hagy, “I wanted to move boxes from 
the demonstration to the ‘sold’ col 
umn. We average 150 boxes out on 
demonstration all the time. So one 
contest was based on orders for box- 
es, accompanied by down payments. 
It was a two-dav contest with the 
two high men spinning the wheel 
for two surprise prizes. First prize 
might be a $75 suit of clothes and 
second prize a prepaid fishing trip. 
The more volume, the better the 
prizes are.” 

“The wheel” figures prominently 
in sales stimulation activities at The 
Good Housekeeping Shop. It is a 
wheel like those secn in concessions 


clectric 
each 





at fairs and carnivals, with an indi 
cator that applies a light brake and 
eventually stops the spun wheel at 
a number. In the case referred to 
above the one of two high men with 
high number got first prize. 

A third contest in progress during 
June involved high volume totaled 
for each of the five weeks of the 
month 

“For this the salesmen were di 
vided into two teams,” says Hagy, 
“with one salesman chosen for cap- 
tain of each side. The winners got 
a steak dinner while the losers ate a 
bean dinner. But the bean dinner, 
actually, is a fair treat, for we have a 
place here where the chef lifts beans 
to the sublime level. He fixes them 
half a dozen different ways.” 

In another contest, for one dav of 
duration on May 31, Hagy’s sales 
staff wrote $13,000 worth of busi 
ness. In this there was no concen- 
tration on any particular item, any 
thing could be sold, and the prize 
was a $199.50 television set. The 
object, savs Hagy. was to get the un- 
certain transactions closed up and 


out of the way at month’s end. 
“Wanted the slate cleaned at the 
end of the month,” he explains, “‘so 

(Continued on page 87) 
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Is the Boss 


On the Pavroll ? 


MANY ELECTRICAL appliance deal 
ers assume that because they own 
the business and pocket the ultimate 
profits that it makes no difference 
whether they appear on the payroll 
and include a reasonable salary un- 
der overhead expense for their ser- 
vices, dip into the till for what they 
want when they want it, or draw a 
check and charge it up to the boss 
in order to keep the bank account 
in balance with the books. 

The gist of their thinking on the 
subject is typified by a remark one 
dealer made not long ago. 

“What's the difference if I charge 
expense with a salary for my services 
or omit the charge and let the money 
swell the net profit?’ 

He went on to explain that he 
draws $3,000 compensation a_ year, 
and that if he included this sum un- 
der overhead he would have $3,000 
more expense and $3,000 less profit. 
If he didn’t include it, he would have 
so much less expense and that much 
more profit, and so, he’d bank the 
same amount and end up with the 
same bank balance. 

This is bad reasoning and it can 
cause trouble. 

Take Dealer Smith whose conden 
sed profit and loss statement shows 
the following figures: 


Sales $50,000 
Cest of goods sold 30,000 
$20,000 
15,000 


Margin of profit on sales 
Overliead expense, 30° 


Net profit on sales, 1007 § 5,000 


These ratios are not necessaril 
those of any clectrical appliance deal 
er or group. ‘They are merely illus 
trative. Incidentally, retailers’ opera 
ting figures will differ, sometimes 
widely, depending upon sales volume, 
the lines sold, the tvpe of trade, and 
the population in the territory. 

But to get back to Dealer Smith. 
Suppose he has drawn no salary, pre 
ferring to “‘Iet it ride” and swell the 
net profit. Unless he makes mental 
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by Arthur Roberts 





The dealer must pay income tax on 
his total income, and so, it makes 
no difference whether he draws his 
money as a salary, has a drawing 
account, or lets it ride along with 
the net profit. But the erroneous 
handling of dealer compensation 
for services performed in manag- 
ing his business can throw him off 
the beam on business analysis. For 
this reason, it is wise to take a 
look at your books to make sure 
that the money you take out of 
your business is recorded properly. 





note of this fact when analyzing his 
profit and loss statement, (and most 
dealers do not), he gets the impres- 
sion that his overhead expense runs 
30 per cent of sales. 

This may be a reasonable ratio fot 
dealers doing similar volume and in 
similar locations, but these dealers 
may be including compensation for 
their services in the overhead figures; 
consequently, Dealer Smith’s burden 
is higher than average. Not realiz 
ing this, he is complacent and does 
not take steps to cffect better cost 
control. 

“Tm all right on my overhead ex 
pense,” he muses. “It’s no higher 
than other dealers in my group.” 

But, he would think differently if 
he put himself on the payroll at $3, 
000 a year or whatever was reason 
Then, this 
is how his condensed profit and loss 
statement would set up. 


able pav for his services. 


Sales $50,000 
Cost of sales 30,000 


Margin on sales $20,000 


Overhead expense, 36% 18,000 
(Includes $3,000 salary 
for the dealer’s services) ———— 
Net profit on sales, 49% $ 2,000 


Smith’s overhead expense is too 
high for the net profit he 
True, he has no money en toto at the 
end of the vear, but he is not earn 
ing a satisfactory profit on Sales. He 


Carns. 


must earn more margin by cutting 
the cost of sales, increasing prices, 
or decreasing expenses. For this rea- 
son, it is imperative that all dealers 
include a reasonable compensation for 
their managerial services under over- 
head or deduct such compensation 
from the apparent net profit on the 
statement before analyzing the figures 
and computing the net on sales. 

In more than one case, we have 
found that when compensation for 
services was deducted in this way, the 
dealers were in the red. They would 
have been better off working for 
someone else and drawing a Salary 
without the headaches attendant to 
business operations in these times. 

Some dealers take drawing  ac- 
counts and vary them from period to 
period. This is bad for business 
analysis because in a period when a 
dealer’s drawings have been heavy, 
profits will be low on the profit and 
loss statement; in a_ period when 
drawings have been light, profits will 
be high, vet, managerial efficiency 
mav have been less effective in the 
latter period. ‘To make business 
analysis dependable, the components 
that effect it should be equalized as 
much as possible. 

In some instances, drawings by 
dealers are not included in overhead 
expense, but are held as a debit ac- 
count until the end of the year, then 
they are charged to net worth. This 
in no way negates the statements 
made in the foregoing. ‘To deter- 
mine true net profit, the drawings 
should be charged to business, with 
one proviso, that the sums drawn 
represent a reasonable wage for the 
SCTVICES performed. 

If the dealer buys his wife a fur 
coat, draws the money to pay for it 
out of his business and charges it to 
his drawing account, he should not 
include this as compensation unde 
overhead expense, although for in 
come tax purposes it is income. Such 
extraordinary expenditures should be 
segregated on the books. 

The dealer must pay income tax 
on his total income, and so, it makes 
no difference whether he draws his 
monev as a Salarv, has a drawing ac 
count, or Iets it ride along with th 
net profit. But the crroncous han 
dling of dealer compensation for sct 
viccs performed in managing his busi 
ness can throw him off the beam on 
business analysis. For this reason, 
it is wise to take a look at your books 
to make sure that the money vou 
take out of vour business is record- 
cd_ properly. 
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How’s your store traffic? 

If there is room for improvement, 
vou may find the answer in the club 
room of a progressive Memphis, 
Tenn., appliance company. 

It’s a modern modification of the 
“open door” policy. And it’s pay- 
ing off in sales, good will, and pub- 
licity. 

The formula used by Cook & 
Nichol Appliances, Inc., isn’t pat- 
ented. The idea conceivably could 
be used by any appliance firm with 
the necessary building facilities and 
trained personnel. 

Yet it’s not as simple as arranging 
a few chairs in some makeshift room. 
There is far more to its success than 
that. Behind it is long and careful 
planning and expert supervision. 

The Cook & Nichol auditorium 
was planned when the company’s 
modernistic, new $125,000 building 
was constructed. The 18-vear-old 
firm moved into its showplace at 
2870 Poplar Avenue in the latter 
part of 1947. 

The company had taken on a com- 
plete line of major appliances just 
before the war in order to supple- 
ment a department of building ma- 
terials. 

As a result, half of the new build 
ing was designed for unusual display 
and sale of appliances. The audi- 


The ever-present customer traffic in the appliance depart- 
ment at Cook & Nichol, Memphis, Tenn., is due largely 
to the auditorium located upstairs. Some 25 women’s or- 
ganizations meet regularly in this auditorium, which seats 





torium, upstairs, was an integral part 
of these plans. 

The ultra-modern showroom down- 
stairs includes a completely activated 
electric kitchen and displays of air 
conditioning equipment, radios, auto- 
matic laundry equipment, refrigera 
tors, home freezer units, etc. This 
showroom, plainly visible from the 
busy avenue, attracts much attention. 

But it’s the auditorium upstairs 
that is the big topic when you_ get 
the Cook & Nichol personnel to dis- 
cussing the high class of the appli 
ance department’s customer traffic. 

Let J. Robert Gross, treasurer of 
the company, tell about it: Gross, 
along with W. L. Nichol, president 
S. L. Cook, vice-president, J. Seth 
Pund, secretary, and Ray Jones, man- 
ager, are highly pleased with the 
public’s reception. 
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by Richard Lane 


“Civic, social, and church groups 
are invited to hold their regular 
mectings in our auditorium,’ Gross 
explains. “The auditorium has com- 
fortable seats for 60 persons. 

“Through these clubs and other 
organizations using our auditorium 
we are sclecting many of our custom 
ers by directing the members to the 
many appliances we sell. These club 
members represent every economic 
purchasing level. 

“This unique auditorium has de- 
finitely brought us much plus  busi- 
ness—business that we didn’t know 
of and probably wouldn't have ob- 
tained otherwise. 

“Club members using our audi 
torium soon learn their way around 
the store. They feel ‘at home.’ They 
browse in the display room, they 
bring their friends to see what we 





é 
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60 persons comfortably. The company’s only stipulation 
for its free use is a 10-minute talk and demonstration of an 
appliance by their home economist. These organization 
members represent every economic purchas'ng level. 
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(Top picture). When Cook & Nichol, 


Memphis, planned their new. modern- 


_ istic $125,000 building, half was de- 


signed for unusual display and sale 
of appliances. The ultra-modern show- 
room downstairs, plainly visible from 
the busy avenue in front, attracts 
much attention. (Second picture). 
Television, which came to Memphis 
last December, is properly empha- 
sized, and is only one of the appli- 
ance lines visible to club members on 
their way to the auditorium upstairs. 
(Third picture). After the meetings, 
the women like to browse around 
downstairs through the appliance 
displays, and probably spend self- 
convincing time looking at appliances 
such as these. (Bottom picture). Mrs. 
Minta J. Thompson, right, is home 
economist with the firm, and often 
adds the woman’s touch by assisting 
with sales. She also arranges the club 
meeting schedules, conducts demon- 
strations, and helps prepare light 
refreshments for the group, using 
activated appliances in either the 
auditorium or the kitchen on the main 
display floor. 


have to offer the housewife. 

“We have a trained home econo 
mist, Mrs. Minta J. Thompson, who 
schedules their meetings for them and 
who also gives short demonstrations. 
Our personable appliance department 
manager, Mr. Jones is always on 
hand to act as host. Only one ap- 
pliance is demonstrated at each mect 
ing. This demonstration is the only 
stipulation we make for the use of 
our auditorium. 

“On the auditorium stage are an 
activated electric push-button range 
and automatic washers for demon 
stration purposes.” 

How does the Cook & Nichol 
home economist present her part of 
the program? 

“Our economist usually uses about 
10 minutes for an interesting demon 
stration of some activated appliance,” 
Gross explains. 

“With an electric range, two auto- 
matic washers, refrigerators, and oth- 
er appliances available for demonstra- 
tion purposes, the economist can vary 
or rotate the demonstrations for the 
various groups and thereby keep in- 
terest at a high pitch. 

“Our trained appliance salesmen 
follow up leads obtained from the 
club demonstrations. Our econo- 
mist also closes many sales herself. 

“The economist conducts her dem- 
onstrations just before the club’s in- 
termission or refreshment period. 
Then during the refreshment time, 
she usually prepares coffee for the 
club members, using the large acti- 
vated kitchen downstairs or the fa- 
cilities in the auditorium, which is 
(Continued on page 88) 
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Utilize 


by Baron Creager 


IN rHE city oF San Antonio, Tex 
as, the Stowers Furniture Company 
credited by a manufacturer with 
doing MOr;c volume 1m major appil 
ances than any competitor handling 
the same line, and this high volume 


s accomplished with only one out 
side salesman. 

But the talents of this one sales 
man are carefully utilized, according 
to Appliance Manager M. B. Betts. 

his salesman leaves the store each 
morning no later than 9 o’clock and 
is not seen again until next morn- 
ing. His time is almost entirely con 
sumed with calls upon customers who 
have recently purchased a major ap- 
pliance. 

“Such calls must be properly timed 
to produce good results,” explains 
Betts. 

“The call is preferably made with 
in three davs after delivery of the 
appliance. ‘Three days is just about 
the right timing, no earlier, no later, 
for by that time the owner has shown 
the appliance to friends who are in- 
terested. This results in the names 
of additional prospects and, on the 
average, we accumulate through this 
procedure, about 20 good prospect 
names for every ten deliveries.” 

As Betts points out, such calls 
produce a good ratio of prospects per 
delivery and they build customer 
good will; yet even more substantial 
good will is created, and cultivated 
to the utmost for repeat sales, by a 


your Salesman’s Time 


procedure that is followed in ever 
budget transaction 
We find a letter is ver 


ive of repeat sales if it is proper 


produc 
t 
timed,” continues Manager Betts. 

“When all but two of the budget 
payments have been made, the cus 
tomer receives a letter extending an 
invitation to add to the budget ac 
count. In such letters we usually 
have some promotion item to men 
tion, and repeat sales are produced 
in about 30 per cent of these mail 
Ings. 

“Then, when the account is paid 
out, another letter goes to the cus- 
tomer. This letter cites the satisfac 
torv relations that prevailed, thanks 
the customer for his business, and 
again invites him or her to buy. 

“In the case of the second letter 
we get even better results—another 
sale in 35 to 40 per cent of the cases. 
That is because customers are im- 
pressed when we go to the trouble 
to express our appreciation of their 
business and invite them back. 

“We have had many customers 
tell us that was their first such ex- 
perience—treceiving a letter that ex 
pressed appreciation of their business. 

“People like to get attention. 
When they get it, they react favor- 
ably. Such letters have produced 
much repeat business here.” 

But regardless of sales or other 
policies in effect, Betts is convinced 
that good will would quickly turn 
sour without prompt, efficient ser- 
vice on major appliances. To avoid 
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With only one outside salesman, 
the appliance department of 
Stowers Furniture Co., San Antonio, 
Texas, has been credited by a man- 
ufacturer with building up more 
volume in major appliances than 
any competitor handling the same 
line. The salesman’s time is almost 
entirely spent on calls to customers 
who have recently purchased a 
major appliance. This is the first 
step in good will procedures that 
have built up a long list of satis- 
fied repeat customers for the firm. 


such expensive unpleasantness, Stow- 
ers makes provision for fast service. 

If an electric box fails, whatever 
the season may be, it is an inflexible 
rule that the service call be made 
the day it is received. 

For this type of service Stowers 
has a fully satisfactory arrangement 
with an independent establishment. 
In addition to providing the utmost 
in dependability, this arrangement 
has proved quite economical. 

“We have our own service depart- 
ment for small appliances and_ra- 
dios,” says Betts, “but our indepen- 
dent associate handles the heavier 
jobs. 

“This arrangement costs the store 
approximately $1,000 a vear, with 
the cost being figured on the basis 
of hours of labor required by out 
service calls. Compared with $1,000 
a year, we know the same cost would 
be $5,000 if we maintained our own 
department for all appliances. 

(Continued on page 87) 
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by Ross L. 


“Don’t HIDE your light under a 
bushel,” says Morris Furniture Com- 


pany at Nashville, and they don’t 
mean mavbe. 

This company probably — strews 
more advertising around through 


more different media on more differ- 
ent products in more different wavs 
than almost any furniture or appli 
ance dealer in their section. They 
sponsor two daily 15-minute _ pro- 
grams on WLAC, one on WKDA,; 
they run up to a full-page ad one or 
more times a week in one or both 
Nashville papers; they send out broad- 
sides with letters to a 10,000 mailing 
list one or more times a month. 
Now, as to whether the Morris 
message, expressed in so many differ- 
ent ways, has paid off, the most con- 
vincing answer one can give is that it 
now takes four separate furniture and 
appliance stoves within about four 
blocks of cach other to handle the 
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Morris volume. Each store has_ its 
own full stock under its own man- 
agement but all tied together in one 
general set-up. 

Now, of course, the mere fact that 
Morris has scattered so much adver 
tising over the neighborhood doesn't 
explain their success. Advertising 
without plan or purpose can be a 
waste of money. Morris uses a_pro- 
motional appeal that catches the 
prospect’s eye or car in a most pro 
vo@itive manner. 

Take its newspaper promotion, fo: 
example. The firm works on the 
principle that a picture tells more 
than hundreds of words. <A_ typical 
page ad will show around 36 differ 
ent appliances or items of furniture. 
In thumbing through the daily paper 
this profusive picture page just jumps 
out at vou and grabs vour attention, 
and vou are inclined to stop and scc 
what it is all about. 
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You run down the rows of pictures 
and see the small illustration of a ra- 
dio. You see exactly how it looks 
and can picture in your mind how it 
would look on your living room table. 
The caption carries only enough 
words to say what the picture can’t 
tell—the price, the terms under 
which it can be bought, and occasion- 
ally some special feature that distin 
guishes it from most other radios like 
it. 

Then there is a picture of a port- 
able radio, water heater, range, iron, 
table lamp and, if possible, some 
items of special interest like the un 
usual economy washer at $49.95. 
Each illustration shows exactly how 
the appliance or piece of furniture 
looks. 

In order to make these page ads 
still more eve-catching, Morris was 
the first advertiser to run a two-color 
ad in a Nashville newspaper. The 
red color splashed over the page 1s 
more expensive but a strong atten 
tion-getter. It has paid off so well 
other Nashville advertisers have gone 
to two-color. 

Every weck the department heads 
of the firm get together to decide 
what items cach wants to feature in 
his own department. ‘The weather 
prospects have a lot to do with ad- 


size and what to feature. If it is a 
stormy, tainy, or unusually — frigid 
week-end with few people stirring 


out, they may cut the size of ad down 
half or more and use only one color. 
If the next week is balmy and pleas 


Morris Furniture Co., 
Nashville, Tenn., be- 
lieves that a picture 


tells more than hun- 
dreds of words. For 
that reason a_ typical! 


newspaper ad shows 
about 36 different 
items. The customer 


on the right in the pic- 

ture saw this radio il- 

lustrated, pictured it 

in his own living room, 

and went down to try 
it out. 


Tanita 
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ant they may run twice the usual ad- 
vertising. 

One of the firm’s most effective 
methods of promotion is its direct 
mail. It is a well-thought-out system 
born cof long and tested experience. 
he most favored mailing is a_ full 
page-size ad with its numerous pic 
tured item: similar to the page run in 


the newspaper. ‘This is folded for 
mailing into a quarter-section sheet 
with the page ad folded in. Three 


of the four outer sections feature spe 
cials like a bargain set of dishes, a 
complete electric kitchen, bedroom 
suit, or radio-phonograph combina 
tion. On the fourth quarter-section 
page is the letter to the addressee on 
which the firm makes its special ap 
peal for the week 

\n important part of every adver 
tising program, of course, is to learn 
as nearly as possible the extent each 
method of promotion is getting 
sults. This is important in learning 
what methods to step up, what to 
slow down, and also what kind of ap 
proach brings most returns. 

When Morris sends out thei 
5,000 to 10,000 mailings, each one 
carries a request to the addressee to 
bring the broadside to the store when 
she comes and show the advertised 
item in which she is interested. The 
salesman takes it up, marks on it the 
addressee’s check number, and sends 
it to the bookkeeping department 
where the mail returns are appraised. 
Some weeks thev are snowed under. 

These mail returns have started 
hundreds on regular accounts that 
have been maintained over the vears 
Whenever a sale is made—especialh 





Above is a portion of an attention-getting catalog-type ad run by Morris in 

two-colors. Captions carry enough words to say what the picture can’t tell— 

price, terms, and special features. This picture page jumps out at you, 
grabs your attention, and you are inclined to stop, look, and read. 


to a new customer—the salesman, 
when possible, asks the customer what 
brought her into the store. If she 
ittributes it to a radio plug on ‘the 
item in which she is interested the 
special radio program that ran it 1s 
given the credit. Newspaper and di 
rect mail returns are credited the same 
wav. When the new customer savs 
she came in on a friend’s recommen 
dation, a check frequently shows that 
the friend started trading as a result 
of one of the three advertising me 
diums. 

Every time a sales contract is made, 
the custome:’s check number 13 en- 
tered on the contract and it shows 
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on as many other customer records as 
necessary to appraise results. 

“One thing we stress very rigidly 
in all this promotion,” explained 
Jimmie Pennington, appliance man 
ager in the Broadway Store, “1s to 
have in stock everv item we feature 
for every customer who comes to 
buy. There’s nothing that would 

(Continued on page 86) 





At the left, a prospect has just 
brought her mailing piece to be 
shown some of the __ illustrated 
items. These mail returns have 
started hundreds on regular ac- 
counts. Another important method 
of promotion is radio advertising. 
Above, a Morris salesman is an- 
swering questions of a customer 
who has heard a radio plug on an 
item in which she is interested. 
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277—Water Heaters. Information is available about the 
“SEPCO” Electric Water Heater from the Automatic Electric 
Heater Co., Pottstown, Pa. Literature — —- sev- 
eral exclusive features in the “SEPCO” line of round and table 
top heaters. 


383—Fans. 
sea Fan & 


Catalogs Nos. 863 and 864, just issued by Chel- 
Blower Co., Inc., 1206 Grove St., Irvington 11, 
N. J., include descriptive copy, " specifications, dimensions, photo 
graphs, etc., of a full line of fans for residential, commercial, 
and industrial uses. ‘These catalogues include information on 
17 types of ventilating and comfort cooling equipment varying 
in size from 12 inches to 60 inches, and in output from 1,000 
c.f.m. to 32,000 c.f.m 


291—Home Freezers. Full information on the Orley Sixteen, 
with a 16 cubic ft. capacity, and the Orley Super- Seven, with 
a 7% ft. capacity, is available “y 3 Orley Freezers Inc., 475 
Schaefer Road at Oakwood, Detroit 25, Mich. 


314—Fan Units. G-M Laboratories, Inc., 4300 N. Knox 
Ave., Chicago 41, Ill., have released catalog pages of description 
on each of the four fan and fan and heater units currently in 
their line. Informative and well illustrated, these pages list 
the sizes, characteristics, prices, etc., of each model. 


345—Hcusehold Electrical 
Corp., Mansfield, Ohio, offers 
specifications on a complete line of table 
“Family Favorites.” 


Appliances. Dominion Electric 
catalog information and detailed 
appliances, called 


346—Room and Water Heaters. Wesix Electric Heater Co, 
390 First St., San Francisco 5, Calif., offers an 8-page illus- 
trated catalog describing Wesix products for home, office and 
industry. 


347—Cooling and Ventilating Equipment. Complete data 
are available on Chill-Air window fans and coolers for home, 
theatre and store, recirculating pumps and blowers. Write Na- 
tional Engineering and Manufacturing Co., 523 Wyandotte, 
Kansas City, Mo. 


348—Portable Circulating Heater. A catalogue sheet describ- 
ing 1320 or 1600 watt portable circulating heaters, featuring 
cool case and room-wide heat penetration, is available from the 
Titan Mfg. Co., Inc., 290 Terrace, Buffalo 2, N. Y. 





* Atlanta 5, Ga. 
- Gentlemen: } 


Please send me bulletins indicated below. 


October, 1949 


Reicks Pies ous Ness; ss Wescs 34 Rei. See 
; - (Print Plainly) 
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_ (Aaaiona items willbe, found on page 32). 


to Readers aks 


upon ‘Request 


A - 


350—Fans. The C. & H. ) ; 
1591-1621 DeKalb Ave., N. Atlanta 6, Ga., have released 
an interesting 28-page estes “Cottongim’s Supreme Qualits 
Fans. Besides showing pictures of various models, views at 
operations inside the plant, and specifications, there is a sec 
tion devoted to methods of installation of attic fans 


ia Conditioning Fan Cc 


351—Radiant Heaters. Edwin L. Wiegand Co., 7500 Thomas 
Blvd., Pittsburgh 8, Pa., has prepared a portfolio of Chromalox 
Radiant Heater Application Reports. In addition, the portfolio 
includes catalog sheets and technical data on the Chromalox 
“RAD” heaters. 

355—Electric Fans. A new Emerson-Electric Master Fan 
catalog, illustrating in color and describing in detail their com 
plete oe of 1949 fans, is offered by the Emerson Electric 
Mfg. Co., St. Louis 21, Mo. 
Informative and well-illustrat 
Hedges Manufacturing Co., In 
Mertland Automati 


362—Hot Water Heaters. 
data are available from M. M. 
Chattanooga, Tenn., on their line of 
water heaters. 


366—Propeller Fans. The Herman Nelson Corp., Moline, 
Ill., announces its new Bulletin 3111 containing 12 pages of 
technical information and concise details about direct and belt 
drive propeller fans as well as practical, proven unit fans. 


profusely illustrated booklet 
company’s line of fans 
Manufacturing Co., 


369—Electric Fans. A 28-page, 
describes in complete detail, this 
Booklet available from Emerson Electric 
St. Louis 21, Mo 


370—Seco Fans. New bulletins by Seco-Lite Manufacturing 
Co., 4916 Easton, St. Louis 13, Mo., are now available, illus 
trating Seco Belt-Driven cooling fans and window fans. Bul 
letins contain data on installations in homes, apartments, com 
mercial, and industrial applications. 


374—Window and Attic Fans.. A four-page catalog piece 
completely illustrated and containing descriptive information on 
the new low cost “all in one package’? window and attic fans 
has just been released by the Viking Air Conditioning Corp., 
5601 Walworth Ave., Cleveland 2, Ohio. Illustrations of auto 
matic ceiling shutter ‘and automatic electric timer are included 

380—Electric Water Heaters.. New specification sheets are 
now available for a full line of cylinder and table top models, 
featuring the Water Hotter, from the White Products Corp., 
Middleville, Mich. 


381—Heaters and Circulators. The complete line of Mimar 
Products, Inc., Brooklyn 5, N. Y., is included in a folder which 
gives specifications, features, and prices of all Mimar heaters 
and air circulators. 


383—Fans. Catalogs Nos. 863 and 864, just issued by Chel- 
sea Fan & Blower Co., Inc., 1266 Grove St., Irvington 11, 
N. J., include descriptive copy, specifications, dimensions, photo- 
graphs, etc., of a full line of fans for residential, commercial, 
and industrial uses. These catalogues include information on 
17 types of ventilating and comfort cooling equipment varying 
in size from 12 inches to 60 inches. 

384—Electric Fans & Drills. Signal’s complete line for 1949 
is shown in a new catalog just off the press, featuring a wide 
variety of desk, pedestal, exhaust, and vent fans. Literature on 
drills, telegraphic equi a. and motors is also available from 
the Signal Electric Mfg ., Menominee, Mich. 
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KS like a olka Dot Christmas 


as Bett, Crocker helps shoppers choose their gifts 


Have you heard the good word? In | America’s best known homemaking 
full page ads in 6 major magazines, | authority. She’ll be boosting your 
Betty Crocker helps write your | sales, so place your order early! . 

customers’ Christmas Lists. Yes, 


that’s the headline idea behind a Your customers 
new series of Christmas ads. And on will want to 


Betty Crocker’s own “‘Magazine of | See appliances <* , 
the Air’’, many another well-placed “SPONSORED BY 


reminder will send shoppers out for 


General Mills Appliances. Count on Bett Cro 
customers to take the gift advice of 4, 


BIG SILVER- 
WARE OFFER 


MAKES GENERAL 
MILLS APPLIANCES 
DOUBLY ATTRACTIVE 














This year, for the first time— 
General Mills appliance purchas- 
ers get big coupons for famous 
“‘Queen Bess’’ Pattern Silverware 
in Tudor Plate by Oneida Com- 
munity Silversmiths—the same 
exquisite silverware millions of 
women are already collecting with 
coupons from Wheaties, Kix, Gold 
Medal Flour, Bisquick and 10 
other General Mills food products. 


who have General Mills appliances on their minds ... (taken from the full color ad to run on back cover of the 
é Sat. Eve. Post and in Better Homes and Gardens, Woman's Home Companion — black and white in Country 
Gentleman, Successful Farming and Household). Ask for colorful counter display cards (modeled on these ads). 





















: f hot tere sis | With bride appeal Asher family's clothes, 


fer wi 
Give him what ie = . 
he'd like the most. >, 


\ essing 
\ The iron with gl 


the tapered hee]. Bs 


Runemate Toaster - Trv- Heat Iron - Steam lroning Attachment 


General Mills Home Appliance Dept., Minneapolis 13, Minn. (for the Try-Heat Iron) 
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THE RIGHT ANSWERS 10 THESE 











QUESTIONS SPELL AROATS/ 


IASK YOURSELF THESE QUESTIONS ABOUT HOME FREEZERS! 












“- See if the Line You Sell is the 
REAL PROFIT LINE FOR ’49!... 








Q What home freezer has the name that all potential 
customers recognize and respect? 


A “Deepfreeze” is the best name in the home 

freezer field. It is the name that first comes to 
people’s minds when they talk about home freezers. 
Deepfreeze home freezer’s powerful national adver- 
tising builds even greater strength for this great 
trade name. 


Q Which home freezer has a model in every price class, 
model for every family’s needs? 


A Deepfreeze, the pioneer and leading specialist in 

the home-freezer field. Many years of experi- 
ence in building low-temperature equipment have 
resulted in the complete line of Deepfreeze home 
freezers—one to fit any size family, any size purse. 


Q Which has the most “‘selling” features? 


A Deepfreeze! If you area dealer for the Deepfreeze 

home freezer you’ll have “‘selling’’ features ga- 
lore— plus features women want which give 
Deepfreeze an edge over all other home 
freezers. 

Counter-balanced lids, interior lights, 
food storage baskets, metal dividers, ice 
cube trays, serving trays, lid locks, toe 
space, counter top height, one-piece 
body and top, bonderized finish, silent- 
operating mechanism, 5-year warranty, 
temperature indicators, temperature 
controls. 








| The Desufreege Franchise Wakes 













Sl sell "em by the carload for a handsome profit! Don’t 


Q Is the home freezer supported by selling aids? 


A Deepfreeze home freezer advertising in general 
magazines, farm publications, woman’s books 
and sporting publications, is at work now and every 
month in the homes of your best prospects. 
Backing up this great national advertising pro- 
gram is the most complete array of sales promotion, 
and sales training aids offered by any home freezer 
manufacturer—valuable booklets containing 
proven promotions to boost sales; broadsides; coun- 
ter, floor and window displays; evaluators to prove 
that a Deepfreeze home freezer pays for itself; and 
complete promotions several times a year. 


Q Is the Deepfreeze home freezer line profitable? 


A Yes! Because it’s the easiest to sell and fastest- 
selling home freezer. And because a home freezer 
is a specialty item, your margin of profit is greater. 
Your profits and your prestige always grow to- 
gether when you handle Deepfreeze home freezers. 


cy) 





Dollars and Sense! 


Your Deepfreeze distributor will gladly explain the de- 


tails of the Deepfreeze franchise. Ask him about sap 
national advertising program and the many practical 
selling aids available to Deepfreeze dealers. You can 





delay—call your distributor today! . 


AAW AHAA —America's Fastest Selling Home Freezer Line 


Deluxe Deluxe Model C-7 
Holds more than 430 Holds more than 252 
pounds of assorted 


Mode! B-12 
Holds more 
pounds of assorted 


food Price, delivered food Price, delivered food. Price 


and installed—$424.50 and installed—$249.95 


than 430 
pounds of assorted 
delivered food Price, delivered 


and installed—$369.50 and installed —$229.95 


Model B-7 

Holds more than 252 Deluxe Model C-20 

pounds of assorted Holds more than 700 pounds 
of assorted foods. Price, deliv- 
ered and installed—$549.50 
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NF BIGGER CAPACITIES 
at the SAME LOW PRICE! 


DeepireeZe THe LEADING NAME IN HOME 714944,09 
DOES IT AGAIN! 


another sales bonus for Deepfreeze Dealers 












Five New Models at the Same Low Price!.. 


DELUXE MODEL c-12 
as illustrated 


12.3 CUBIC FEET 


Holds more than 430 
Pounds of Food 


*42450 


MODEL B-12 


Same as above 
without deluxe features 


*3695° 


nS DELUXE MODEL C-7 
as illustrated 


nae 7.2 CUBIC FEET 


Holds more than 252 
Pounds of Food 


249! 


MODEL B-7 


Same as above 
without deluxe features 








SELLING FEATURES! 
NO OTHER HOME FREEZER 
HAS SO MANY! 
ONLY DEEPFREEZE HAS THEM ALL! 
COUNTER-BALANCED LID 
SEPARATE FREEZING COMPARTMENT 


STORAGE DIVIDERS © STORAGE BASKETS 
ICE CUBE TRAYS © SERVING TRAY 


MODEL C-20 INTERIOR LIGHTS © LID LOCK 
20 CUBIC FEET POSITIVE ACTION LATCH 
Holds more than 700 TEMPERATURE CONTROL 

Founts <0 Feed TEMPERATURE INDICATOR 

$5 495° FIVE YEAR OPERATING 


MECHANISM WARRANTY 











ALL PRICES ARE RETAIL PRICES DELIVERED AND INSTALLED ANYWHERE IN THE UNITED STATES 


DEEPFREEZE DIVISION * MOTOR PRODUCTS CORPORATION * NORTH CHICAGO, ILLINOIS 


The Name of the World’s FIRST and FINEST Home Freezer 


A AAA 


TRADE-MARK REG. U. S. PAT. OFF 


HOME FREEZER 
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How to Meet the 
LP Gas Competition 


Basic SELLING techniques and stra- 
tegy, plus a generous amount of elec- 
tric vs. LP gas information have been 
packed into the Sell All-Electric Sales 
Training Film package, now being 
offered by the NEMA Farm and Ru- 
ral Market Committee. 

The “package” includes _ three 
items: 

(1) A print of the 35mm. (silent 
Slide Training Film. 

2) Two copies of a narration to 
be read in presenting the film. 

(3) 100 copies of the Rate Com 
parison Folder. 

The folder is one of the best con- 
densed, comprehensive guides pro- 
duced for sales supervisors and sales 
men. Information contained in it 
includes a handy LP calculator and 
mathematical formulae for determin- 
ing comparative costs between elec 
tric and LP gas “rates” in any given 
territory for refrigeration, water heat- 
ing and cooking. 

This package is offered at $15 with 
provisions made to permit the pur- 
chase of folders separately and in 
quantity at “reproduction’”’ cost. 

The film and the accompanying 
material present the full electric argu- 
ment and compare, objectively, the 
advantages of electricity with the 
claims made for LP gas. The ma 
terial can be used to good advantage 
in presentations attended by service 
men, advertising and promotional 
personnel, department executives, 
electrical associations, electrical 
leagues, appliance dealers and similar 
groups. 

The narration is provided in dou- 
ble-space form in order to provide 
sufficient room for the narrator to 
insert special comments for use with 
some illustrations. In this way,, sales 
executives can prepare a hand-tailored 
sales training aid to meet LP com- 
petition in their service area. 

The film package is the latest in 
a series of sales promotional tools de- 
veloped to further the Go All-Electric 
program on a national basis. 


1950 Narda Guide 


Covers Trade-Ins 


Tue 1950 orricirAL NARDA Trade- 
In Guide, to be printed in September, 
will include trade-in information for 
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five major appliances. Besides re- 
frigerators, electric ranges, washers 
and vacuum cleaners, a new section 
on gas ranges has been added. 

I'he handy pocket-size book of 
nearly 200 pages has a stiff plastic 
cove: and is spiral-bound. ‘The list- 
ings in the five sections total approxi- 
mately 5500 models. This is the 
third year of publication, and the 
guide has been carefully prepared to 
help dealers handle trade-ins fairl 
and profitably. 

I'he guide is furnished to all mem 
bers of NARDA—National Appli 
ance and Radio Dealers Association 
—and is available at $5.00 per copy 
(with discounts for quantity orders ) 
from the NARDA Guide Company, 
20 North Carroll Street, Madison 3, 
Wisconsin. 


No Appliance Sales 
Recession in Nashville 


No RECESSION has been noticeable 
in the electric appliance business in 
Nashville, during the early summer 
months according to the Sales Promo- 


tion Department of Nashville Electric 
Service. Sales have been greater dur- 
ing these three months than during 
the same period of 1948, which was 
considered the peak vear. 

Lumping sales figures for electric 
ranges, electric water heaters, refrig- 
crators, and home freezers, for the 
months of May, June, and July, the 
Nashville report indicates that the 
numbers of appliances sold in 1949 
were 6,812, as compared with 6,116 
for the corresponding period of 1945. 
The increase was 696 major appli- 
ances. 


You Helped 


To Name Them 


THE MANUFACTURERS of so-called 
‘small appliances,” as represented in 
the National Electrical Manufactur 
ers Association, have long felt the 
need for an industry name that would 
be both descriptive and uniformls 
used. Through common usage in the 
industry over many years, these ap- 
pliances were known by various names 
such as not only ‘small appliances,” 
but “‘table appliances,” “‘traffic ap- 
pliances,” “minor appliances,” and 
“plug-in appliances,” among others. 
None did justice to the type of prod- 
uct to which they were applied. 

After all, these “small appliances,” 
while needing a name to distinguish 





NEW SAVANNAH OFFICE — Acquisition of new office and warehouse office 

facilities consisting of 18,000 square feet has been announced by Fred A. 

Ray, Ray Distributing Co., of Savannah, Ga. Above is a corner of the 

completely remodeled 1,800-square-foot showroom of the firm, which dis- 

tributes a complete line of electrical appliances. The ideal downtown 

location makes possible extensive use of the display room by many Savannah 
and nearby dealers. 
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Uses only waste space ~ 
comes ready for easy in- 
staliation on your ceiling. 








Tackeged MOE LIGHT 
uatare Department 


proven profit-maker 
for you! 








Results already prove these new “packaged” show-rooms 
are a profit opportunity never before equalled in the light- 
ing fixture business. 


Cost is amazingly low. You pay only for the stock — 
the display unit is yours without extra charge. Results are 
fast. The unit comes ready for installation — goes up 
overnight. And it doesn’t upset your store, because it uses 
ceiling space now wasted. There’s no fear of adding over- 
head — Moe Light fixtures come individually packaged 
for easy handling as shelf items. 


And there’s no doubt of success! These units have ac- 
complished instant and remarkable records throughout the 
country. They are colorful, lighted, instant focal points 
for customers’ eyes — first-rate stoppers! The merchandise 
is in demand for new building and renovation. It gives 
you tremendous tie-in possibilities to build volume on re- 
lated lines. And MOE Light is a name-line, established 
by national advertising. 


Act now. Moe Light key distributors are everywhere. 
>, Order your beautiful, permanent Moe Light display from 
| the top electrical wholesaler in your area today — by phone! 


Send for the new Moe Light 
Cataleg in full color and complete 
details on Moe Light “Packaged” Departments 





MOE BROTHERS MANUFACTURING COMPANY 
Dept. ES-10, Ft. Atkinson, Wisconsin 


Send me complete details of the MOE Light Package Deal checked: 
CO] M-5020 C] M-5021 C) M-5022 CL] M-5024 


Enclose also the name of your nearest Moe Light distributor and 
a copy of the new Moe Light Catalog. 
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them from the major appliances such 
as refrigerators, ranges, washers, iron- 
ers and freezers, are anything but 
small. The word ‘small’ describes 
the size of some of the individual 
appliances included, but in 1948 they 
accounted for retail sales of more than 
$600,000,000. 

Such volume means that it has 
proven very much worth the while of 
appliance dealers, department stores, 
utilities, furniture stores and other re- 
tail outlets to promote and merchan- 
dise these items actively. Stores with 
specialized departments featuring 
these appliances have found them to 
be a very profitable and self-sustaining 
part of the total appliance business. 

Therefore, the manufacturers have 
felt that their tvpe of products de- 
served a better name. One term— 
“traffic appliances’”—commonly used 
in the trade, doesn’t tell the consum- 
ing public that it means such items as 


flatirons, mixers, blenders, roasters, 
broilers, coffee makers, disc stoves, 
clectric bed coverings, food mixers, 


grills, heaters, fans, heating pads, hot 


tle warmers and corn poppers. 

What -name would be both de- 
scriptive and uniformly used through- 
out the industry? This has been a 
serious problem before the Domestic 
Appliance Section of NEMA for a 
long time. About a vear ago it was 
decided to do something about it. 
The Section conducted a nationwide 
poll of all segments of the electric ap- 
pliance industry which brought in 2,- 
400 ballots from dealers, distributors 
and the manufacturers themselves. 

Finally, after all the ballots were in, 
the necessary committee mectings had 
been held and the names were boiled 
down to a top four. The final choice 
of a new name was discussed in na- 
tional manufacturer and distributor 
mectings and some of the suggestions 
were tried out. The final choice was 
Electric Housewares. It was voted to 
change the name of the NEMA Sec- 
tion to the Electric Housewares Sec 
tion. 

It is felt that this name catalogs 
these items as electrified conveniences 
for the household and identifies them 


Electric Housewares Section — of 
NEMA that its adoption of this new 
name is only a first step which will 
lead rapidly to the general acceptance 
of this designation for the industry 
and its product. So, from now on, 
let’s call them Electric Housewares! 


Southern Sales 
Sull in Lead 


APPLIANCE SALES in the South con- 
tinue to show up unusually well in 
comparison with the U. S. as a whole. 
Although _ refrigerator for the 
country as a whole were up only 5.7% 
for the first six months of 1949 
compared with the same period of 
1948, sales in the 18 southern and 
southwestern states during this period 
increased 50.0%. Sales in the states 
outside the South were actually down 
14.2% from the corresponding period 
of 1948. 

Range sales were down generally in 
the first six months of 1949 as com- 
pared with the same period of 1948, 


sales 


as 





























plates, juice extractors, percolators, as products which are generally car- but the decline in the South was 

sandwich grills, toasters, waffle mak- ried in the housewares departments of much more moderate than in other 

crs, knife sharpeners, hair drvers, bot retail stores. It is the hope of the parts of the country. For the 18 

Summary of Electrical Appliance Sales by States* 
Retrigerators Ranges Water Heaters 
States ist Half; ist Half % ist Half tst Half % ist Half | ist Half % 
1949 1948 Inc. 1949 1948 Inc. 1949 1948 Inc. 
Alabama $4,402 25,431 74.6 13,883 12,666 9.6 3,819 4,401 —13.2 
Arkansas 415,889 16,912 171.3 3,903 3,314 ».7 1,033 1,067 —3.2 
Delaware 4,021 3,633 10.7 994 971 2.4 722 616 —15.3 
p<. 16,654 20,825 —20.0 2,387 3,980 —10.0 863 1,249 —30.9 
Florida 35,889 36,493 —1.7 13,653 19,147 —28.7 6,266 11,306 —44.6 
Georgia 47,267 35,816 32.0 16,216 19,764 —18.0 0,272 7,666 —31.2 
Kansas 27,943 18,986 47.2 4,031 6,034 —33.2 993 1,538 —35.4 
Kentucky $4,206 24,659 79.3 8,953 8,353 7.2 2,193 3,129 —29.9 
Louisiana 49,740 24,892 99.8 1,481 1,766 —16.1 449 538 —16.5 
Maryland 22,804 28,740, —20.7 4,002 9,075 —21.1 1,884 2,418 —22.1 
Mississippi 34,3566 14,309 140.2 4,691 4,237 10.7 955 1,413 —32.4 
Missouri 69,072 78,009 19.1 11,237 15,810 —28.9 9,145 6,423 —19.9 
Ne. Carolina 96,362 34,238 64.6 20,771 20,590 0.9 8,443 8,947 —d.6 
Oklahoma 10,501 22,887 770) 2,222 3,208 —30.7 484 579 —16.4 
So. Carolina 25,880 16,275 59.0) 11,358 9,949 11.4 4,006 3,385 —25.6 
Tennessee 67,960 39,834 70.6 25,725 25,615 0.4 6,170 9,114 —32.3 
Texas 144,577 91,923 97.3 8,978 13,791 —35.3 2,059 3,667 —30.2 
Virginia 36,400 29,193 24.7 11,240 12,955 —13.2 5,997 6,007 —0.2 
West Virginia 36,026 23,546 53.0 8,604 8,853 —2.8 2,604 2,845 —8.5 
Total South 849,959 566,601 20.01 173,879) 196,078 —11.3 59,657 78,308 —23.8 
U.S. Outside South 1,081,789 1,260,425 —14.2] 254,702) 358,904 —29.0) 111,72: 135,913 —17.8 
U.S. Total 1,931,748 1,827,026 ».7] 428,581) 554,982 —22.8} 171,380 214,221 —20.0 
South in @ of U.S. 14.0 31.0 40.6 35.3 34.8 36.5 
‘The unit sales summary given above is based on frigerator manufacturers; 19 range manufacturers; 


figures released by the 





Klectrical Manufac- 
turers Association. They do not reflect the sales of all 
manufacturers, but are the distributor and dealer sales 
of the following participating manufacturers: 


National 


the comparison 


and 22 water heater manufacturers. The sales reported 
represent a substantial percentage of total sales, and 
of 
industry sales trends. 


the two periods should indicate 
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southern and southwestern states the 
decrease was 11.3%; for the states 
outside the South the decrease was 
29.0%; while for the country as a 
whole the decrease was 22.8%. 

Electric water heater sales also were 
down generally. The percentage de- 
crease for the first 6 months of 1949 
as compared with a similar period of 
1948 was: 18 southern and southwest 
erm states, 23.8%: states outside the 
South, 17.8%; country as a whole, 
20%. 

(he southern market continued to 
show a marked gain in comparison 
with the national market for appli- 
ances. Refrigerators, for example, 
sold in the South in the first six 
months of 1949 represented 44% of 
the total number sold in the country 


as a whole during this period. In 
1948, the corresponding figure was 
31%. Similarly, ranges sold in the 


South during this period represented 
40.6% of national sales, the corre 
sponding figure for 1948 being 
35.3%. Electric water heater sales 
in the South represented 34.8% of 
the national sales. 


Left-Handed Iron— 
And This is no Gag 


THE NEW BRIDES won't have to 
blush as thev walk into a store and 
isk for a left-handed electric iron. 
Not anv more anvwav, because the 
Westinghouse Electric Appliance Di 
vision will soon have a_ left-handed 
iron on the market. 

If vou think a left-handed iron is 
a corny joke, vou just don’t know 
the problems of the female clan of 
southpaws who have te cope with the 
ovdinary right-handed irons. 

And the southpaws have a good 
reason as is testified by the hundreds 
of letters received by R. Z. Sorenson, 
manager of the small appliance dc 
partment of Westinghouse. 

‘The danged iron cord,” they 
write, “comes out on the right-hand 


side of the iron and catches on ow 


lcft arm as. we iron.” 

So in redesigning the Westing 
house Adjust-O-Matic hand iron, Mi 
Sorenson saw to it that the iron cord 
on the new model came out on the 
left-hand side to help out women 
southpaws of the country. 

Mavbe Mr. Sorenson will never get 
an award for his humanitarian ap- 
proach to this utilitarian problem, 
but he hopes a lot of women will be 
happier with this new iron. 

And to keep the record straight, 
the new iron which will soon be in 
national distribution, will also be 
available as a right-handed iron. 
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Full Line, Cylinder 
and Table-tops — Every 
One a Water-Hotter! 





Ve 


The White Water-Hotter principle. 
Patented baffle keeps incoming 
cold water from diluting hot water. 
Result, 6.9% MORE hot water at 
the faucet than utility requirements 


—and that’s what people want! 


WE NATIONALLY 
ADVERTISE 
WATER-HOTTER... 


YOU DEMONSTRATE 
AND SELL 
IN VOLUME! 





1949 


Wants. Uuiteb. 


ATER-HOTTER 


... 26.9% MORE “7 Zzer/ 


SALES GO UP AHEAD 
OF '48 BY 50Q%! 





Everybody wants WORE hot water, and that’s 
what White gives. and that’s why White sales 
are ahead of the industry! Have you been selling 
the hard way? Then switch to the White way: 
mail the coupon or ask your White Distributor 
now about the better-built. right-priced White 
full line of electric water heaters. 20 to 80-gal- 
lon sizes, nationally advertised. every one a 
WATER-HOTTER! 


*Patented. Copyright 1949 White Products Corporation 







WHITE PRODUCTS CORPORATION, Middleville, Mich. 
Gentlemen: Please send me the White Water-Hotter story. 
My business letterhead is attached. 


My Name ee ee eee bia dew econ 


PE cigktnavasepnwqentinsh+eeenteee Gd wae e ea 
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Camfield Toaster 


UNVEILED RECENTLY by Camfield 
Manufacturing Co., Grand Haven, 
Mich., is their new 1950 model auto 
matic pop-up toaster. 





Described as having ““Tete-A-Tete 
Controls,” the toaster has automatic 
pop-up, color selector, and finger-tip 
instant release controls that work from 
either end. 

The new Camfield toaster retains 
all the important features of the old 
one, including the Equa-Therm me- 
chanism, which automatically com- 
pensates for common local voltage 
fluctuations. 


7 
Sinks and Cabinets 


A NEw and complete line of cabi- 
net sinks and kitchen cabinets, with 
the exclusive Vitalast working surface, 
is announced by the Frigidaire Divi- 
sion, General Motors Corporation, 
Dayton 1, Ohio. 

The new line includes five different 
base cabinets with matching wall cabi 
nets, five special purpose cabinets, and 
two cabinet sinks. Accessories include 
a cup rack, condiment rack, extract 
rack, and flour container. 


a 
Universal Refrigerator 


Two new refrigerators have been 
introduced by Landers, Frary & Clark, 
to their line of Universal electrical 
appliances. 

The deluxe §8.5-cubic-foot model 
shown here, features a freezer locke1 
giving ample frozen food space in 
its 1.5-cubic-foot capacitv. The freez 
er locker is horizontal in design and 
holds 50 pounds of frozen meats, 
fruits, and vegetables as well as four 
aluminum “Quickout’’ ice cube trays 


80 





which freeze 56 cubes. It has a self 
closing aluminum door which forms 
a handy re-arrangement shelf when 
opened. 

The Universal deluxe refrigerator, 
manufactured by Landers, Frary and 
Clark, of New Britain, Conn., has a 
roomy, normal storage cabinet of 
7.01-cubie-feet capacity with large 
15.81-square-foot shelf space. There 
is no crowding of food and plenty 
of room for normal cold storage for 
all regular food requirements. There 
is adequate space for milk bottles, 
too. Adjustable sliding shelves allow 
maximum interior arrangement utiliz 
ing all available space. 


The standard 9-cubic-foot Univer 


sal refrigerator features a large .7-cu- 
bic-foot capacity speed freezer equip- 
“easvout’” ice 


ped with two cube 





trays and one dessert tray. It freezes 
70 cubes, and holds up to 30 pounds 
of frozen foods with adequate space 
for frozen desserts. 


Thor Ironer 


Deaters of Thor products have 
been armed with a new weapon i 
the battle for sales—an ironer priced 
at $59.95. 

The new model was announced by 
the Thor Corp., 2115 So. 54th Ave., 
Chicago 50, Ill., who said their 
prices “answer the American house- 
wife’s demand for quality products 
at low prices.” 

The ironer, Model 0-40, is an im- 
proved version of a similar Thor mod- 
el which enjoyed great success be- 
fore the war, according to the manu- 
facturer. It is interchangeable with 
the wringer on any current model 
Thor washer and uses the washer’s 


motor and gear-reduction mechanism 
to turn its roll. 

The ironer, offered in combination 
with the new Model 492 washer, will 
enable Thor dealers to sell a com- 
plete home laundry unit—washer, 
wringer, and ironer—to the house 
wife at a price ordinarily charged for 
a wringer washer alone, the manu 
facturer claims. 


Toastswell Toasters 


THE FULLY-AUTOMATI( pice 
l'oastswell ‘Toaster, No. 222-A, manu 
factured by the Toastswell Company, 
620 ‘Tower Grove Ave., St. Louis 10, 
Mo., features automatic pop-up, silent 


clock and thermostat, color selectoi 
knobs, and wavy guide wires. ‘The 
5 a ; 

2-slice ‘Toastswell also. raises toast 


gradually during the toasting cvcle. 

The 4-slice Toastswell, No. +44-A, 
is suited for larger families since it has 
a toasting capacity of 4 slices. Also 
recently added to the ‘Toastswell line 
is the Toastswell Electric Bun Warm 
er, No. 620-A. 


Floor Fan 


THE NEW 12-inch “Breeze-All” 
Floor Fan, utilizing a idea in 
cooling, is an interesting achievement 
in modern design and engineering. It 
is manufactured by Robbins and My 
ers, Inc., Springfield, Ohio. 

The unit is constructed of smooth, 
mottled-mahogany plastic. Designed 
for utmost safety without sacrifice 
of air delivery, the unit serves as an 
extra seat or low table. A special 
application, R & M 2-speed motor, 
mounted on rubber cushions and en- 
closed in the inverted cone-shaped 


new 





motor housing, turns the four scien- 
tifically designed blades smoothly and 
quietly. A natural baffle, the cone 
directs cooler floor level air upward 
and outward from the 12-inch blades. 

Induced air movement, resulting 
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TK MONOTUBES and the MONOPACK 
can bring you BIG REPLACEMENT PROFITS 


Yes, there’s a big demand for an efficient electric 
surface unit that will serve to modernize older 
electric ranges— and TK Monotubes are the answer 
to that demand. 

Nothing beats the Monotube for giving old 
ranges ‘‘New Range Performance.” It’s a marvel of 
efficiency. Heats faster, cooks faster, and has the 
exclusive Monotube “Swivel Action” that allows 
the coil to be easily swung up out of the way for 
quick cleaning of the drip pan, even when hot. 
These are features you can SELL—and equally im- 


work Out of Replacement 
Contains ali information you 
need to make proper adapta- 









Write for a copy today. 
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portant, they are selling features that are easy to 
DEMONSTRATE to Mrs. Housewife. 

Get your share of Monotube Replacement Profits! 
The “Monopack”’ makes it easy for you to start. It’s 
a complete merchandising package—a selection of 
Monotube Replacement Units most commonly 
used, counter display, envelope stuffers, streamers 
and complete, easy-to-understand instructions. 


Write your distributor today—ask him for full 
information on the Monopack! 


This Catalog Takes the Guess- Monotubes are easier to SELL than to sell against! More and more 
Range Manufacturers are switching to Monotubes because Monotubes are 
easier to sell than to sell against. Mrs. Range Buyer is quick to see how easy it 
tions of Monotubes to all types is to keep Monotubes bright and clean—thanks to exclusive “swivel action.” 
of electric ranges, old or new. To close range sales faster and more profitably, insist that the ranges you stock 
are equipped with Monotubes. 


\ ¥ : 
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from high velocities and greater vol- 
umes, pulls dead air from corners, 
provides a refreshing circulation 
throughout the entire room. Requir- 
ing only 85 watts of electricity on 
high speed, the unit delivers large 
volumes of high velocity air. 


2 
Home Freezers 


ANNOUNCEMENT has recently been 
made by Gibson Refrigerator Com 
pany, Greenville, Mich., of a new 10 
cubic-foot horizontal home freezer. 

The new freezer, Model HF-1090, 
is the second chest-tvpe model to be 
offered by Gibson. ‘The first hori 
zontal freezer, Modcl 1590, is the 
large 15-cubic-foot freezer. 





The new Gibson 10-cubic-foot will 
store more than 350 pounds of food. 
The entire contents are made acces 
sible by a convenient basket arrange 
ment. 

Four handy baskets resting on con- 
tinuous slides can be easily removed 
Ol rearranged to give access to the 
bulk storage area. The bulk space, 
below the baskets, will store and fast- 
freeze over 175 pounds of food. 

At the same time the release of 
the 7-cubic-foot Upright Home Free 
zet, Model HF-719, for national dis- 
tribution was announced. 

Capable of storing over 250 pounds 
of food, the upright freezer with its 
shelves acting as freezing plates will 
freeze food as well as store it. Along 
with the extra cold, the shelves also 
provide easy and selective accessibili- 
ty to its entire contents. <A_ large 
tilt bin offers ample storage space for 
all packaging material. The HF-719 
Model is the smallest of three avail- 
able Gibson freezers. 


* 
Portable Combination 


ONE OF THE SMALLEST, lightest 
weight portable radio-phonograph sets 
yet manufactured, weighing 12 


82 


pounds, has been introduced by Mo- 
torola, Inc., Chicago. 

Specially designed for the new +45 
rpm records, the set is less than a 
foot wide, only 13% inches long and 

inches deep. Nevertheless, it can 
accummodate cight records for +40 
minutes of continuous music and has 
a record storage space in the lid. 

Known as Motorola model 59F 11, 
the new set comes in a luggage-tvpe 
case with a plastic handle. 

The extreme compactness of the 
new model is made possible through 
the use of the latest tvpe miniature 
tubes and a specially designed per- 
miability tuned IF transformer sys- 
tem. A beam power pentode out- 
put provides exceptional reproduction 
for both AM radio and records. Thi 
PM speaker uses an Alnico No. 5 
magnet and is acoustically matched 
to the cabinet enclosure. 


G. E. Table Radios 


Five New deluxe table radios have 
been added to their line by General 
Electric. 

All models are a-c—d-c sets. Model 
226, in simulated mahogany plastic 
cabinet, has a_ baskct-weave _ plastic 
grille extending across the upper front 
of the cabinet. Model 124 (in ivory) 
and Model 123 (mottled brown) have 
low-slung plastic cabinets molded in 
one piece. ‘The speaker, at the left 
of the cabinet, is housed behind verti- 
cal louvers which extend up the front 
and over the top of the cabinet. 
Model 135 (in simulated mahogany) 





and Model 136 (in ivory) have sculp- 
tured plastic cabinets. A transparent 
tuning scale with large ivory numerals 
at the bottom of the set permits easy 
reading. 


Twin Waffle Baker 


A twin waffle baker has been ad- 
ded recently to the small appliance 
line of the Westinghouse Electric Ap- 
pliance Division. 

The new model is the companion 


to the Adjust-O-Matic Waffle Baker 
for plate-size waffles. The Twin 
Waffle Baker has two separate nickel- 
chromium wire heating elements and 
the grids are pretreated and do not 


need greasing or a “breaking-in”’ 
period. ‘The covered expansion hin- 


ges assure waffles of even thickness, 
and a built-in batter rim catches any 





overflow. It is finished in a_ triple 
plated chrome finish. 


Heating Pads 


ANNOUNCEMENT has been made by 
Samson United Corporation, Roches 
ter, N. Y., of a complete new 1950 
line of Samson Heating Pads. 

In addition, one of the models, No. 
6686-N, features ‘Traffic Light Con 
trol’ —the name given to a new con- 
trol switch which makes use of a color 
lighted dial to indicate the different 
heats. In this switch a color-lighted 
dial glows red for High, amber for 
Medium, and green for Low, and thus 
affords the user positive heat selec 
tion even in the dark. The dial turns 
cither wav and includes notches for 
touch operation by the blind. 


* 
Garbage Disposal 


A NEW GARBAGE DISPOSAL that can 
be installed in $5 per cent of existing 
homes without major changes in kit 
chen plumbing is being shipped to 
dealers by Hotpoint, Inc. 

The MW +4 Disposall is six inches 
shorter than previous models and 
should broaden the market for auto 
matic garbage devices by 20 per cent, 
according to the manufacturer. 

The new disposal was developed 
following a survey of 16,000 homes 
showing that houses with floor drains 
and wall types are divided about even- 
ly. Previous models could be adapted 
to some wall drains only after major 
plumbing changes. The new model 
was reduced in height to raise the out- 
let to match this type of drain. 

According to the manufacturer, the 
new disposal should mean greater 
profits for dealers in kitchen remodel- 
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ings, for more than half of the con- 
sumers who buy garbage disposals do 
so in connection with a kitchen re- 
modeling. 


& 
1950 Television Line 


‘TWENTY-TWO receivers make up 
the Motorola Twentieth Anniversary 
television line, highlighted bv 11 ex 
clusive inventions including an anten 
na built into the cabinet and two 
contro] simplified tuning. 





l‘ube sizes offered are 7-inch, 8¥%2- 
inch, 10-inch, 12-inch, and 16- 
inch. 

Sharing interest with the “Bilt-In 
Tenna” and other technical innova 
tions is the new 82-inch receiver, and 
the 12-inch and 16-inch “Master 
piece’ series, marking Motorola’s en 
trance into the luxury line of televi 
S$10n TCCCIVCTS. 


J 
Whirlpool Washer 


AppITION Or three new features 


highlights introduction of the new 
QD) wn @.é 
= et C«z AP 





Whirlpool Deluxe automatic washing 
machine by the Nineteen Hundred 
Corporation, St. Joseph, Mich. 
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The innovations are Agiflow action, 
based on a revision of the agitator 
principle; an ultra-violet germicidal 
lamp; and the Cycle-Tone buzzer. 

The new agitator has been designed 
to give laundry in the machine in- 
creased flexing. ‘The germicidal lamp 
is a sanitary measure. The buzzer 
sounds during the last minute of the 
time period the user has selected for 
the load in the tub, and stops when 
the timer shuts off the machine. 

Ihe new automatic also has the 
exclusive Suds Miser and the Seven 
Rinses feature. 


Crosley Range Line 


A COMPLETE LINE of seven electric 
ranges has been introduced by Crosley 
Division of Avco Manufacturing 
Corporation, Cincinnati, Ohio. 

Ihe ranges have many new features 
including large, over-sized, balanced 
heat ovens, with exclusive self-adjust 
ing heat sealed oven doors, non-tilt 
ing racks with safety stop back rails, 
and waist-high broilers. The new 
ranges are also equipped with three 
super-fast surface cooking units and 


deep-well cooker. 








of only 


CERTIFIED 
RATINGS 





1001 St. Charles Ave 
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Requires an Attic Clearance 





The New Reed 


Vertical Air Discharge Attic Fan 


Be ready for the demands of thousands of home owners whose 
houses have low attic head clearance—capitalize on the 
consumer demand for Reed Fans. Available in four sizes to 
meet every requirement, the Reed Vertical Air Discharge 
Unit has been designed to secure the utmost in simplicity, low 
cost of installation and years of trouble-free service. 


Write for free completely illustrated catalog. 


133% inches 





REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


New Orleans 8, La., U.S.A, 
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Scleut Salesmeu 





Fresh-nd-Aire — 
Display Container 

THE SHIPPING CARTON for the new 
Fresh’nd-Aire Fanette Model fan has 





been designed by the Fresh’nd-Aire 
Company, of Chicago, manufacturers 
of Fresh’nd-Aire electric fans, humi- 
.difiers, and air circulators to do dou- 
ble duty both as a shipping contain- 
er for the units and as a floor and 
window display stand at point of sale. 

The carton, which will contain six 
of the new Fanettes, is corrugated 
and over-printed in olive green—the 


TAREE CENTERS TO MORE Sales , 


PUT THEM ALL TOGETHER 
AND YOU HAVE Tue 


trotpoint ALL-ELECTRIC Kitcyey 





color of the units. Unpacked and 
used as a display stand, the carton 
will support the weight of the units, 
and at the same time give ample dis- 
play space and point of sales identi- 
fication for them. 


Royal —. 
Christmas Lighting 


\ new self-merchandising display 
stand, the “Profit-Maker,” has been 
announced by the Royal Electric Co., 
Inc., Pawtucket, R. I., for their line 
of Christmas lighting sets. The dis- 
plav measures 14 inches wide. 12°%- 
inches deep, and 38% inches high, 
and actually requires but a little more 
than a square foot of floor space. 

The ‘‘Profit-Maker’” is designed to 
be both a carton and display. The as- 
sortment of merchandise is packed 
within the display for shipping, and 
it can be set up for displav, the com- 
pany claims, in less than 5 minutes 
The merchandise not displaved is con- 
veniently stocked for easy access. 

The display is colorfully printed in 
blue and vellow, and can be set up 





PROFIT 








“BIG FOUR” MERCHANDISING PROGRAM — “Sell them work centers 
and the appliances will take care of themselves,” say Hotpoint officials. The 
merchandising program activated by Hotpoint is aimed at boosting sales of 
appliance work centers and complete kitchens for dealers. These miniature 
work centers are replicas of full-size ensembles that can be formed with new 
display background. The fourth center is made up of laundry appliances. 
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Above is the new self-merchandis- 
ing display stand, the “Profit 
Maker,” available from the Royal 
Electric Co., which contains the 
basic requirements of a Christmas 
lighting department. 


anywhere—at the end of a counter, 
next to the cash register, or in a win 
dow. All four of the sets displaved 
can easily be lighted. 

For literature and catalog, write 
Roval Electric Co., Inc., or yout 
wholesaler. 


Caliente — 
Heater Display 

A NEW pispLAy for Caliente Heat- 
ers, to be used in their sales campaign 


. eet oe 
utectaie 
HEATING 
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This Christmas, Feature the Famous Family of 
Westinghouse TRAFFIC APPLIANCES 


Thousands of Christmas shoppers from Maine to California will look 
to Westinghouse when filling gift lists. Why? Because Westinghouse 
is wrapping up a big package chock-full of colorful national ads, a 
ay dramatic television show over 26 stations, timely Ted Malone radio 
eo commercials on a nationwide hookup and a bright, five-piece Christ- 
mas appliance display that says Westinghouse Appliances are thrilling 
surprises to give or get. 
So don’t lose a sale. See your distributor now for a full stock of 
Westinghouse Appliances. 


ai bef 


Westinghouse Electric Corporation « Appliance Division + Mansfield, Ohio 





LONE: You can now catch the Westinghouse Storyteller at 3:55 P.M., £. S.T., 2:55 C. $. T., 4:55 M.T., 3:55 P.C.1., Monday through Friday, over A.B. C. Network 
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for the coming heater season is now 
being distributed to wholesalers and 
dealers by the Rea Engineering & 
Manufacturing Corp., 10+ Fox St., 
Aurora, II]. 

Two regular Caliente shipping car- 
tons are used as a base over which the 
display is assembled simplv and quick- 
lv. The skirt is of white satin while 
the heater base and header board are 
plywood flocked with white ravon, 
and the whole silk screened in tradi 
tional Caliente Red. 


Ilg — 
Ventilation Display 


SELLING TOOLS to use in capitaliz 
ing on the steadily mounting intcrest 
of farmers in electric ventilation have 
been announced bv the Hz Electric 
Ventilating Company, of Chicago. 

Primary help for the retailer is a 
new, colorful operating-tvype of dis 
play for counters or window. A wood 
en pancl 22 1/2 inches high and 30 
1/2 inches long has provision for the 
mounting of one No. 1035H [lg Sclf 
Cooled Motor Propeller Fan, one 10 
inch Ilg Automatic Shutter, one No. 
103 Ilg Fan Guard, and a No. 159-3 
Reverse-acting ‘Thermostat. 





PROPELLER 
FAN 


Mier ofterted by 
tonne 


Above is a front view of the new 
Ilg Farm Ventilation Display, show- 
ing the Iligette Shutter; below is a 
rear view of the display, with the 
self-cooled motor propeller fan and 
automatic thermostat visible. 


[his cquipment is recommended 
for the ventilation of poultry houses 
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with up to 250 chickens and is typi- 
cal of the complete range of sizes 
available for ventilation of dairy 
barns, stables, poultry and hog 
houses, ete. 

The display and fan are boxed 
separately, but sold as a package. The 
fan and thermostat are connected to 
gether and fitted with an extension 
cord and plug to permit operation 
of the equipment to demonstrate its 
features. When the display has ser, 
ed its purpose, the fan, shutter, 
guard, and thermostat can be removy 
ed from the panel and sold at regu 
lar mark-up. 


How To Find 
A Customer 
(Continued from page 71) 


hurt us more than have the custome 
sav “Oh ves, vou never have what you 
advertise. You just tolled me in here 
to scill me something vou want to get 
rid of.’ The disappointed person ma\ 
not tell vou that in so many words 
but vou can see he is thinking it. 

“We don’t, for example, advertisc 
at a bargain price a range that we arc 
not likely to have when the custome 
calls and then try to sell him another 
at a higher price. We will have the 
range he wants to see but we ma\ 
show him some special attachments 
on the higher-priced range that makes 
it worth more. We explain them and 
praise them for what they are, but we 
don't try to pressure him. We don't 
discredit the cheaper range and that 
is what we trv to sell him, if his in- 
terest persists in it. Then if he buys 
the more costly stove, he will feel he 
has been treated fairly about it and 
not been played for a sucker.” 

One important thing plaved up in 
all Morris advertising is their credit 
terms. The firm makes prices and 
terms that appeal to every income 
bracket from the unskilled day labor 
cr to the 5-figure earners. On single 
lower-priced items they make terms as 
low as 50 cents down and 50 cents a 
week and from that the terms range 
upward. 

All weekly or monthly payments 
are made direct to Morris and not 
to a finance company. 

“Every time the customer wants to 
make a payment, we want him to 
come direct to us,” said Pennington, 
“so we can sell him anything else he 
needs. If we turn him over to a fi- 
nance company, we may never see 
him again, or at least not as often. 
We spend too much _ advertising 
money to get him into our store the 
first time to let him slip away that 
easily. If he comes back every week, 
he is bound to see something else he 
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needs and can easily get bv adding it 
to his account.” 

Another reason given for making 
payments direct to the store is that if 
the customer runs into temporary dif- 
ficulty about payments, the company 
can look into the case and graciously 
give him an extension if he deserves 
it. A finance company is chiefly in- 
terested in collecting and not in con- 
tinued trade. 

Morris tries to keep every account 
alive by repeated sales and is always 
sorry when a regular customer pays 
up in full. With a closed account 
he mav drift somewhere else. _ If, 
however, he does pay up in full, Mor- 
ris flatters him by mailing him an 
honor card attesting his credit to be 
good and tells him the presentation 
of that card at anv of Morris’s four 
stores will get him immediate credit 
without investigation. 

Ihe Morris credit plan has worked 
out unusually well. Within the past 
several months it has reclaimed only 
two major appliances, and the store 
will not lose anv monev even on 
them. 


Utilize Your 
Salesman’s Time 


(Continued from page 69) 


“Furthermore, our independent 
service man 1s a part time salesman 
and feeds us prospect names. And 
we can estimate the value of fast, 
efficient service by the number of 
appliances that have been returned 
to other dealers because of lack of 
service. We know, because many of 
those unhappy owners then bought 


from us. 

Bevond the activity of one outsidc¢ 
salesman, Stowers’ appliance promo 
tion consists: of an average of 120 
inches of newspaper display weekh 
md, in the same period, 80 radio 
spots, a portion of these being dec 
voted to other merchandise. Vol 
ume, which is three times what. it 
waS pre-war, runs to big figures in 
refrigerators, washers and_ electric 
ranges. One window, a small spot 
on the first floor, and practically all 
of the second floor is devoted to 
display. 

Betts concedes that he is contri 
buting to the process that will rc 
duce the number of dealers in ap 
pliances, by sending long_ trade-ins 
to a compctitor. 

“We were on a deal,” he explains, 
“in which the customer had a ver 
old box. “The Book’ said it was worth 
$11, but the competitor gave hei 
$50. So now I send such trade-ins 
to that competitor. 

“We are very choosy about trade 
ins. If we get in a used refrigerato 


that will sell for $100, for example, The regular morning sales confer- 
we cut the allowance to half that ence begins promptly at 8 o'clock, 
figure; and if it requires $15 worth with Hagy in charge, and_ usually 
of repair work, we take that off, too, consumes only 30 minutes. Hagy 
reducing the allowance to $35.” makes use of this time to outline 
One factor in the success of the contests and point out the weak spots 
Stowers Furniture Company in_ the in performance. He usually handles 
appliance field is the length of the demonstrations, too, but occasional 
firm’s business life in San Antonio. lv a factory man takes over. 
The company has been dealing with Salesmen who are not present fot 
residents of the “Mission City” for roll call promptly at 8:00 must con 
5+ vears and in that time has accum- tribute to a “kitty.” Complete ab 
ulated a long list of satisfied cus sence will be excused if the salesman 
tomers has a good excuse, such as following 
—— ice wagons, but these, too, must con 
Contests as tribute to the “kitty.” However, 


few are late or absent and in.a sam 
ple ten-day period there were onl 
ten cases of tardiness. 


Sales Incentives 
(Continued from page 65) 


the crew would be ‘hot’ to start fresh he “kitty” is a fund that even 
in June, with no hangover prospects tually falls into the hands of some 
that could have been closed in May. salesman. It is created through an 
That contest got the job done, too.” original contribution of $5.00 per 

In most cases, salesmen keep and week from the store, 50 cents a week 
utilize the prizes they win when such from each of three supervisors and 
prizes ate appliances. But appliance 25 cents a week from each salesman. 
prizes may be sold to prospects. It grows through contributions 
However, the majoritv of appliances from those tardy. When a salesman 
won that remain in homes indicates is late, or absent, the wheel is spun 
additional stimulation is applied by and he contributes the number of 
the interested spouse, savs Hagy. pennies called for when the wheel 
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Electric Water Heaters 


Here are features your customers will buy! 


Elno RuSTopper @ White Enamel Casing 


Long-Life imbedded im- 


e2’ £& 
3” Fiberglas Insulation merien type bestiog 


rs elements 
®@ Built-in temperature and 
pressure relief valve ® Double extra-heavy elec- 
trically welded storage 
® Rex cold water inlet tank 


baffle ®@ Heavy duty wiring 


© Built-in heat trap ®@ Fool-proof thermostat 
SEVEN POPULAR SIZES 
10 — 20 — 30 — 40 — 52 — 66 — 100 gallons 


FREE PROMOTIONAL LITERATURE—Write for catalog 
No. 247-A and request free literature for your mailing list. 


THE CLEVELAND HEATER CO. 


2310 SUPERIOR AVENUE, CLEVELAND 14, OHIO 
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stops. Each week the salesmen who 
have “qualified” by making a certain 
quota in appliance sales have a 
chance at the “kitty.” The wheel 


is spun, and if it stops at the num 
ber of a qualified man, he wins. 
Once the “kitty” amounted to $140 
and once an $80 “kitty” was won by 

salesman who acutely needed a re 
placement for a worn-out wooden 
leg. “The kittv” paid for a new leg. 

As mentioned, there are three su 
pervisors. They draw $200 a month, 
plus 1 per cent. ‘Then there are two 
remuneration plans for salesmen. 

One involves a top salary of $145 
a month, plus 3 per cent commission. 
The other, for straight commission 
men, allows 10 per cent on every 
thing but television, on which the 
commission is 5 per cent. 

Big producers naturally prefer the 
latter plan, says Hagy; and a man 
may not switch from one plan to 
another. Whichever he 
that is his compensation arrangement 
for the duration of his connection. 

Meanwhile, as the monthly, week 
ly, and shorter-term contests are run 
ning the course, there are two other 
contests actually in force, one on 
an annual basis. 


chooses, 


Every salesman who realizes his 
monthly quota gets a bonus of 2 per 
cent thereon; and the men who make 
their annual quotas get 14% per cent 
additional on. individual business for 
the year. The quota for cach sales 
man in 1949 is $35,000 worth of 
merchandise sold. 

In his three and a half years of 
Hagy has not been distract 
turnover in the sales 


business, 
ed by rapid 
force. 

“We have built such a reputation 
of being fair with salesmen,” 
“that we can get almost any 
man we want in Dallas. 

“But there hasn’t been much turn 
over. Most of the men stay on. 
They like it here and thev like the 
contests. 

‘They like the wav I treat them, 
too, for there are no house sales and 
if I sell anything the 
gocs to the floor salesmen. 

“They are all good men, but I 
seriously doubt that they'd be so 
good without contests. 

“Contests create competition and 
bring personal pride into sales per 
formance. Low men want to beat 
top men and top men want to stay 
on top. If the contests are num 


he says, 


sales 


Commission 
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ventilating equip 
ditions of extreme heat, or penetrating and pungent odors 


These companies offer real opportunities to pick up additional 


“FRIGID” has the complete line of ilati quipment to 
meet the needs and demands of these companies . 
fans, blowers, spray booth fans, attic fans, etc. . . 


Get your share of these “extra” profits 
prospects today. 


Southeastern Representative & Warehouse: 


88 PRYOR STREET, N.W., ATLANTA 3, GA. 


CIRCULATORS & DEVICES |MFG. CORP. 


22 Rose Street « New York 7, N.Y 
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erous and have variations and don’t 
run too long, then there is fresh in- 


terest and a new urge to get busi- 
ness. 

“But the rewards must be worth 
while. What do I get out of this 
if I win? In that question, from 
the salesman’s viewpoint, is the real 
incentive back of a sales contest with 
in a sales force.” 


How’s Your 
Store Traffic 


(Continued from page 68 


equipped for both preparation and 
serving of light refreshments. 

“The auditorium also is ideal fo1 
conducting cooking schools. We re 
cently held a cooking school that 
lasted three days and had an average 
ittendance of 65 persons. 

“At present, some 25 organizations 
are meeting regularly in our auditori 
um. 

‘These club meetings, usually an 


nounced in advance through the so 


ciety columns of the daily newspa 
pers, include many prominent and 
varied groups. 


‘The organizations include three 
kennel clubs. two chapters of the 
United Daughtecs of the Confedera- 
cy, a garden club, a navy mothers’ 
club, an Eastern Star chapter, 
ty chapters, several church 
an honor society, and alumni clubs 
And this list is expanding all the 
while. 


sorori 


C lasses, 


instrumental in 


“We were even 
o-ganizing a club composed of air 
plane pilots’ wives. The club has 


been meeting in our auditorium since 
its inception. 

‘The clubs have their 
appreciation of the free use of ou 
auditorium many times. By having 
a conveniently located meeting place, 
comfortably furnished and with re- 
freshment facilities, the organizations 
can eliminate manv of the usual wor- 
ries attached to arranging meetings 

“But these club meetings are not 
only good will builders. They are 
good producers of appliance 


expressed 


sales.” 


Dealer Co-op Story 
(Continued from page 63) 


peak amount of power. Through 
connection of farm residents within 
one-third of a mile of existing lines, 
rural revenues could be increased by 
twenty-five per cent. Generating 
capacity would need be_ increased 
only one per cent of system demand. 

On-the-farm diversity factor means 
that thousands of rural customers 
may use more kilowatt-hours with an 
increase in the system-wide load of 
only a few hundred kilowatts. 

No haphazard sales scheme would 
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develop the rural market. ‘Thus was 
conceived the rural load-building 
plan. It is two-fold: (1) To increase 
net earnings; and (2) to create new 
wealth for the farmer. 

Only by accomplishing the second 
objective could the first be realized. 
By using electricity to do his work 
more cheaply and produce more, the 
farmer creates new wealth. 

Sales executives found that they 
could accomplish their aim by in 
creasing the average use by the rural 
consumer 69 kilowatt-hours. ‘This 
would swell revenues by $2 34 pet 
customer, or roughly $165,000 
monthly. 

At the beginning of this vear, some 
67,264 rural custome:s were connec 
ted to AP & L lines. Of this total, 
44,519 had been added in a fast 
building rural development program 
since December, 1944. ‘These cus 
tomers knew little about electric scr 
vice, farm production equipment, 
and company activities directed to 
ward bettering the farmer’s way of 
life. 

Sales department designers famed 
their plan. They knew it took: (1 
the men; (2) the ammunition; and 
(3) the method. 

These men have a_ simple but 
striking story. The present genera- 
tion watches the demise of an anti- 
quated Arkansas agriculture. From 
the one-crop cotton farms of the 
early century, Arkansas farmers had 
begun a diversified operation, and 
electricity was the too! of diversifica 
tion. 

One egg a day would pay for lav 
ing house lighting on poultry farms. 
By extending the hen’s work day to 
14 hours, egg production is increased 
by 15 per cent. 

Three gallons of milk would op 
erate an electric dairy for one month. 
Milking machines reduce labor by 
one-half, and one dav’s labor saving 
would pay one month's e'ectricity 
bill. 

Electric water svstems save farm 
families 30 ten-hour working days a 
year at a cost of 60 to 75 cents pel 
month. 

Farm garden production is in 
creased 75 per cent by irrigation, dai 
trv income 15 per cent by electric 
coolers and dairy-tvpe water heaters, 
and egg production 15 per cent by 
laying house lighting. 

To sell this storv is to tell it. 
Planned selling is the pathway to suc- 
cess. This is how the Arkansas Pow- 
er & Light Company is doing it. 


The Men 


Competent, trained salesmen are 
hustling th-oughout the rural area 
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Suprmw 
Cleciwe Range Unita. 


CHROMALOX Electric Range Units win 
praises from homemakers because the ‘2 
Units in 1’’ CHROMALOX feature offers 
separately controlled areas that fit 
small and large pots and pans. This means 
more cooking flexibility, greater effi- 
ciency, more economical operation... . 
and a more comfortable kitchen. 


Too, CHROMALOX Supreme Units have 
night for 
fit 
price 
protit 


EDWIN L. WIEGAND COMPANY e 


the exclusive triangular cross-section 
that gives more cooking contact surface; 
and convenient reflector pans that lift 
out for thorough washing. 

These selling points and many more— 
plus the fact that with a small stock of 
CHROMALOX Units you can service all 
makes of electric ranges—make it more 
profitable to handle CHROMALOX. 








Replacement Units 
fit ALL Ranges 








*More than 90 out of every 100 New Elec- 
tric Ranges Have the “2 in 1" Feature. 
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7600 THOMAS BLVD., PITTSBURGH 8, PA. 


C. B. Rogers, 1000 Peachtree St., N. E., Atlanta, Ga.; L. R. Ward Co., 2711 Commerce St., 
Dallas 1, Texas; 932 M & M Bidg., Houston 2, Texas; 1511 Louisiana St., New Orleans 15, La.; 


1519 So. Boston St., Tulsa 5, Okla.; 


Phillips, Jr., 3125 Lamb Ave., Richmond 22, 


W. R. Phillips, P. O. Box 2561, Raleigh, N. C.; W. R. 


Va.; Chilton & Chilton, 4126 N. State St., 


Jackson, Miss. 





of the 60 counties within the state’s 
75 served by AP & L. They are so- 
liciting the co-operation of appliance 
dealers. Their sales are augmented 
by the educational program carried 
on by the company’s rural develop- 
ment department. 

Four division agriculture represen- 
tatives, each of them a college gradu- 
ate in his field, work through the 
territory to (1) spread the use of 
electricity on the farm, and (2) in- 
crease farm production by use of bet 
ter methods. 


The Ammunition 


Appliance dealers are volunteers in 
the rural load-building ranks. Ninety- 
one per cent of the dealers in the 


company’s territory — 1,670 electric 
sales and service men — attended 44 
night schools and dinner meetings 
during April and Mav. They listen- 


ed to Arkansas Power & Light hosts 
recite the story. Supply had ap 
proached demand for electric goods, 
and the time had come when dealers 
knew thev must create a new de- 
mand. 

If they are to carn profits on the 
sale of electric goods to the virtually 
unexploited rural market, they must 
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invest time and trained men in the 
program. ‘They had plenty of time 
but few trained men. 


To maintain the sales volume that 
increased the number of electric deal- 
ers in Arkansas from 450 in 1942 to 
nearly 1,850 by 1948 requires an 
alert, organized sales plan. Sparse, 
rural areas are costly to sell and ser- 
vice, and must return a fairly high 
volume to be profitable. Because 
the dealers, alone, couldn’t afford to 
exploit this market, AP & L is shar- 
ing the expense. 


The Method 


(here is a highly-trained AP & I 
salesman for each 1,500 customers. 
Each zone within the territory is be- 
ing canvassed by a salesman. He 
contacts cach customer and tabulates 
number of customers, number of 
good prospects for cach service, num- 
ber of houses adequately wired, what 
service interests the majority, and 
place for equipment demonstrations. 


After these data have been studied, 
the salesman asks the local manager 
and the division sales manager to 
schedule a “Zone Development 
School.”” Schools are short sessions 
on the use of electric appliances. 
One piece of equipment is taught 
and demonstrated at cach school. 

Dealers do not get a list of the 
customers and prospects in a zone, 
nor do all of them attend the zone 
schools. ‘There aren’t cnough  pros- 
pects to go around. It wouldn’t be 
profitable. ‘This problem has been 
satisfied by the sales department's 
making an agreement among dealers 
in cach community on their schedule 
for making product talks at the 
“zone schools.” 

To work with the more than 1, 
800 appliance dealers in selling the 
rural market are salesmen assigned 


as dealer representatives. There is 
a dealer representative in each of the 
company’s seven divisions. He is 


cquipped with a complete visual and 
textbook training course in clectric 
appliances for use in teaching the 
appliance salesmen, and educating 
the farmers. 

Hundreds of appliance salesmen 
have been enlisted in an eight-week 
course in basic electric salesmanship. 
Thev will learn how to sell goods in 
a buver’s market. 

Dealer representatives take their 
motion picture machines to each 
zone school. Demonstrated is the 
preferred appliance for that zone. If 
more prospects want to learn about 
home freezers, the audience sees the 
film, “Freeze It.” If it’s a washing 
machine, they sce “In The Suds and 
Out.” 


Welcoming remarks by the local 
manager or Sales representative opens 
the zone meetings. Then the deal- 
er representative shows the film. Aft- 
er a talk on convenience and econo- 
my of electric appliances by the 
home service adviser, the dealer gets 
his opportunity to make a_ product 
talk, or show another film on his pro 
duct. 

While the rural load-building pro- 
gram is in its infancy, early results 
have been heartening. After prelim- 
inary surveys by zone workers, equip- 
ment is sold to as high as 50 per cent 
of the customers by appliance deal- 
ers. Zone schools are introducing 
electrified farmers to new and bette: 
ways of production. 

This is another part of the Arkan 
sas Power & Light Company program 
to become the “Best Utility in’ the 


Nation.” 


Paint Trade-Ins 
(Continued from page 62) 


for drawing off fumes, capable of 
handling two refrigerators simultan 
eously if necessary. 

“We figure our repainting costs at 
least $15.00 per box,”’ Dudding said, 
“although the actual cost may range 
from $12.00 to $15.00. We sand 
down everv refrigerator to do away 
with rough surfaces, and give each 
two coats, both of which are thor 
oughly air-dried, and then _ polished 
down after drying, to give a nearh 
new appearance. Buffing and sand 
ing naturally increase the cost, but 
we have found that profits are di 
rectly in ratio to how well the paint 
job is applied.” In addition to this 
deluxe painting, all hardware is clean 
ed up, replaced, or “remodeled” ac 
cording to the need. 

In the reconditioning shop, con 
densers are thoroughly tested, over a 
period of two days or more, before 
being pronounced ready for a 90-day 
guarantee. 

The 40 per cent profit which is 
steadily carned by Oklahoma Appli 
ance Company is arrived at by simply 
adding up the cost of haulage, all 
reconditioning expense, the $15.00 
paint job, etc., and then adding +40 
per cent as the store’s profit. This, 
naturally, raises the average sale price 
of Oklahoma Appliance Company’s 
refrigerators substantially — to the 
point that boxes sell at anywhere 
from $100 to $195. All later models, 
with their resplendent new paint 
jobs, go up into the front showroom, 
where they are displayed and _ sold 
alongside of new models. The older 
units are transferred to the rear of 
the store, where “bargain-minded 
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customers” are taken. 


In all cases, the Oklahoma dealer- 
ship’s prices are well above the cur- 
rent market—but because every re- 
frigerator is painted up to be a hand- 


some asset in the home, there is vers 


seldom anv objection from custom- 


ers. 


Ihe result, after vears of opera 


ment for cooking that recipe. For 
better 


instance, a ham might be 
baked in an electric roaster than an 
oven. ‘Thus each person calling for 
a recipe leaves a prospect card well 
filled out. 

Fach weekly winner who appears 
on the radio always knows a weck 
in advance when she is to appear and 


cluding cabinets and garbage disposal. 

While they handle a complete 
electric appliance line which includes 
washers and radios, almost all the 
selling accent is placed on the kitch- 
en. That many sales of washers and 
radios take place because of the traf- 
fic generated by the contest and be- 
cause of the high personal interest 





tion, is that Oklahoma Appliance she is asked to invite all her friends in the store by those who take part 
Company employs a much _ large! to listen. in the contests and buy kitchens, is 
than usual repair crew—and the store Human nature being what it is, happy coincidence. 

has earned a reputation for hand this leads to further good natured Besides cooking up the contest 


some, guaranteed trade-in refrigera rivalry. No doubt, some of the prize 
tors which keeps them turning over winner’s friends say to themselves 
as rapidly as received. that the 


recipes in their own kitchen, they 
often demonstrate an electric range 
prizewinner is really not to a prospect by having her cook 
good cook and her recipe is her favorite dish in their kitchen, 
really not so hot. They resolve to or they will cook it for her and they 
listen to hear what's going on and all sit down at the Electric Mart ta 


—— such 
Sell the Sizzle 


(Continued from page 61) 


then they send in their favorite reci ble and have a snack. All the other 
broadcast a request for someone to pe just to show what good cooking trimmings will be prepared using 
send it in. really is—and so it goes. equipment which they sell. Coffee 
When a call is received for a reci his cooking contest proceeds at will be brewed in their automatic 
pe, Mr. Bevington pointed out that a merry pace that sells more than electric coffeemaker. The prospect 
it is necessary to ask the person’s $800.00 worth of copper-bottom pans is invited to ask questions and dis- 
name, and address, the kind of a alone cach month, not to mention cuss the merits of the equipment, 
stove she is going to use to cook the other kinds of cooking utensils, elec compare the speed and other details 
delicacy, the pans she owns, and the tric roasters, mixers, and pressure with equipment which she has at 
tvpe of pressure cooker; or if the cookers. I'he important sales, of home. 


recipe involves mixing, whether she 


course are the electric ranges and 
frigerators. Electric Mart merchan 


dises a complete electric kitchen in 


“One of the important phases of 
this kind of a selling program,” Mr. 
Bevington said, “is the friendliness of 


has an electric mixe1 
Ihe store suggests the best equip 
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WANTED FIELD REPRESENTATIVES 


New! 2 


Fast 
Selling 
Heater 


FOR SOUTHERN STATES 


Sales background in Appliance and Radio field 





helpful but not essential. Pleasing personality 


with the ability to organize and plan the work. 











No high pressure selling, but sincere effort de- 


Give Your Customers 

A Real Bargain With This 
Inland No. 510 
Electric Utility Heater 


Radically new, double-seamed cabinet with 
integral grille — finished in beautiful white 
Hi-Bake enamel. New type coil element 
gives intense heat. 

Write for low prices today! 1-16 


sired. Right man can earn excellent salary with 
fine future assured. Write full particulars of 


past experience to 













NATIONAL APPLIANCE & RADIO 
DEALERS ASS’N 


Merchandise Mart. Room 1437. Send for this FREE Sales-Builder Book — 
a complete appliance merchandising guide 
Chicago, Illinois 
INLAND STEEL CONTAINER CO. 


Cortez and Bienville Sts. © New Orleans 19, La. 














ELECTRICAL SOUTH for OCTOBER, 1949 91 








Push heater against walt’ 
(pipe recesses are provided) and 
connect pipes to heater tank, 
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You simply bring pipes 
up to table height, 











see how easy it is 
to install the 


JOHN WOOD 
Wea 


table top , water heaters 














Slide table top into position and 
secure. That's all there is to it! 





This brand new John Wood Table Top Model" is the EASIEST TO INSTALL Water 
Heater—bar none! There's no stretch, no stoop, no squirm to this installation. Not 
only is the installation job reduced to three simple steps, temperature adjustment 
and servicing are faster, easier because John Wood has located all controls, elec- 
trical connections and even the drain valve behind a removable front panel. And 
more, these sensational new heaters retain all the features of the standard upright 
models that have added to John Wood's 82 year reputation for quality—the 
patented process Electric Weld tank, snap-action thermostat, efficient heating 
elements, magnesium anode, gleaming white finish and warranty plans providing 
up to 10 years protection - plus anti-siphon cold water inlet with diffuser 
baffle. So put an end to your table-top-troubles now . . . choose, sell and install 
the new John Wood. Write for complete information. JOHN WOOD MANU- 
FACTURING COMPANY, INC., Conshohocken, Pa., Chicago 9, Iil., Toronto, Canada 
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QUALITY-BUILT WATER HEATERS FOR 48 YEARS 
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The Advertiser's Index is published as a convenience, and not as a 
part of the advertising contract. Every care will be taken to Index 
correctly. No allowance will be made for errors or failure to insert. 
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Bull Dog Elec. Products Co. 12 


C. & H. Air Conditioning Co., 


Camfield Manufacturing 


Certified Ballest Manufacturers 


Certified Fleur-O-Lier Manu- 


facturers ’ 
Certified Starter Manufacturers 
Chelsea Prod., Ine. 
Circulators and Devices Ine. 88 
Cleveland Heater Co. 87 
Columbia Steel Co. 34 and 35 
Commercial Trade Institute 94 
Cornish Wire Co. 56 
Crouse-Hinds Co. 5 
Curtis Lighting, Inc. 
D 
Day-Brite Lighting, Inc. * 
Deepfreeze Div.—Motor Products 

Corp. 74 and 75 


Dominion Elec. Mfg. Co., Inc 58 


Duncan Electric Mfg. Co 53 


E 


E. A. Laboratories, In 
Eastern Fixtures Co 

Electro Manufacturing ¢ 

& Mfg. Ce * 


Elgo Shutter 


Emerson Electric Mfg. C« 


Gedney Electric Co 15 


General Electric ( Conduit) 


General Electric Co (Com- 


posite 1) Construc Ma- 

terial Div. 
General Electric Co 

(Insulating Material) 1 
General Eleetrie Ce 

(Lamp Div.) { 


General Electrie Co 
(Time Switches) 
General Electric Ce 
(Wire & Cable) 
General Electric Co 
(Wire Devices) ith Cove 
General Floorcraft, In« 


General Mills 


(Home Appliance Dept.) 73 
General Switch Corp 2 
Gibson Mfg. Co 2nd Cover 
Glatthar Lighting Co 93 


Graybar Electric Co 


Guth Co,., Edwin F. 


H 


Harco Equipment Co 48 
Hedges Mfg. Co., Inc., M. M. ° 
Helwig Company 55 
Hubbard & Co. 7 


Hunter Fan & Ventilating Co., 


Ine. lst Cover 


Illinois Electric Porcelain Co. * 
Ilseco Copper Tube & Products, 
Inc. 52 


ELECTRICAL SOUTH for OCTOBER, 1949 














our prospects. ‘They never come in 
bristling with sales resistance. They 
may have questions and they may 
criticize some features of electric 
equipment, but it is all friendly. 
Nearly all of our prize winners and 
many of those who participate in the 
recipe swapping, send us customers.” 

lo put a finger on direct results, 
iccording to Mi 
Bevington, that one woman has sold 


the records show, 


three washing machines to her friends 
and another woman has sold two 
ranges just like her own 

An expansion 


electric 
program based on 
the results of the selling idea has 
been started. The program will tak« 
the cooking demonstration, the cook 
ing school, and the recipe idea to 
the rural customer—a rolling kitchen 


in a truck. 


\ complete electric kitchen, in 
cluding cabinets, refrigerators, and 
electric range, has been installed in 
1 truck Ihe truck kitchen is com 
plete with garbage unit, sink, mixers, 


electric coffee units, hot plates, roast 


ers, pots, pans, and press 


ire cookers 
Ihe floor is tiled and the walls fin 
ished—a_ real 
ind cabinets and 
jars. 
Chis rolling 


kitchen with curtains 


shelves for cookie 


kitchen will demon 


strate at any rural home by actually 
cooking up a meal for the prospect 
and some of her friends. They will 
cook up a menu she suggests, or if 
necessary, they will do up one of 
their own menus. Then all who at 
tend will eat. Such events are friend 
ly, jolly, and “homey.” 

Ihe truck kitchen will be equip 
ped with extension cords for connec 
ting the equipment to the power 
Water under pressure from a 
sink. 
keep this truck 
busy with from one to five demon 
strations each week To vary the 
program they expect to conduct 
cooking schools at strategic points in 
their trade territory by using the 
truck equipment. ‘These schools will 
be advertised in advance and _ those 

ittend will register their names 


lines 
tank will supply the 


t¢ 


It is planned 


who 
ind give the type of equipment they 
have in their kitchen. 

\ store sales meeting is held every 
Monday, and the store kitchen is al 
ways used to prepare the meals for 
attending the meeting. 
If special meetings are called to dis 
cuss Selling and merchandise prob 
lems with the sales force, the meal is 
prepared in their own kitchen. 

Salesmen learn how to 


those sales 


operate 


every appliance they sell by actually 
cooking, washing, or ironing, so they 
can more readily demonstrate and ex- 
plain the product they are selling. 

Newspaper advertising is used to 
keep the public informed about thei 
cooking recipe contest, and the ap 
pliances they sell. All the promo 
tions seem to be store traffic genera 
tors. Store traffic count in the Elec 
tric Mart is one of the highest in 
Jackson, merchandise 
offered. 

So while it is true that when the 
telephone rings it usually is a_ re 
quest for a recipe instead of a range, 
Mississippi Electric Mart sells more 
than its share of electric 
frigerators, mixers, and 
using the dominating theme of good 
cooking. 

The product of these good elec 
tric appliances is much more impor 
tant than the appliances themselves, 
Mr. Bevington said, good 
cooking means good eating. Good eat 
ing means good living—in the kitch 
en. From good wholesome cooking 
stems well being and happy homes 
So we help out the singing kitchen 
with good recipes, many of them fa 
mous and old, kitchen-tested on ou 
merchandise in our own kitchen.” 


regardless of 


ranges, Ic 
roasters by 


“because 

















AIR-FLO 


AUTOMATIC 


CEILING SHUTTER 


and fired bowl. 


GLATTHAR 


SCONCE again! 


Shown is a replica of a 
19th Century oil lamp 
which is sure to be a 
fast moving fixture 

for those ranch style 
and early American 
homes. Built to Glatthar 
high quality standards 
featuring highly polished 
brass, hand painted 





NO. 1415 





FOR ATTIC FAN 


Built so they can be installed practically 
flush with the —, AIRFLO Ceiling Shutters 
present a refined, finished appearance. Their 
natural aluminum color blends with any dec- 
joration, eliminating need for peninn, and no 
dgrille or winter cover is required. Furnished 
in 5 different widths, single panel up to 73” 
long. No operating mechanism shows. Built- 
in fusible link. Meets fire underwriters re- 
quirements. 


WRITE FOR NEW CATALOG 43-B 
+7 and details of the complete AIR- 
ine. 


At left is a 20” ceiling 
light in satin ivory 
finish of plain dignity 
featuring a 5 light 
reflecting canopy of 
16” diameter. 





Write today for full information 
on these items and our 
catalogue of quality fixtures. 


NO. 1416 





Certain terrttorics available for distributors and jobbers 
ty 4 


N a 
THE GLATTHAR Lighting COMPANY 


949 East 72nd St. Cleveland 3, Ohio 


Air Conpitioninc Propucts Co. 





2340 W. LAFAYETTE BLVD. + DETROIT 16, MICH. 
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, “ IP dash Sue 9 omeonnen eo NN ee Te OE ee 2 Ae nee 
The Advertiser's Index is published as a convenience, and not as a 
part of the advertising contract. Every care will he taken to Inder 
correctly. No allowance will be made for errors or failure to insert. 
Inland Steel Container Co. 91 Schwitzer-Cummins Co. . 
Insulation Mfrs. Corp. ° Sherman Mfg. Co., H. B. 
J Signal Electrie Mfg. Co. 4 
Jackson Ventilating Co., Ine. + Signal Engineering & Mfg. Co. * 
Jones Metal Prod. Co. 50 Simplex Wire & Cable Co. 39 
K Smitheraft Lighting Division 41 
Kayline Co. * Southern Carbon Brush Co., 
Kearney Corp., James R. 11 Ine. 52 
Kees, F. D. Mfg. Co. 48 Southern Electric Corp. 47 
TELEGRAPH INSTRUMENTS Kreuger & Hudephol 50 Square D Co. Third Cover 
: . Sulks ‘ acturing Co. 56 Sta-Brite Fluorescent Mfg. 
For beginners or commercial operators. ee 
L Co. 15 
Stewart, S. J. (Electric) 
Lau Blower Co. * 
aes — ighlolier ° Subox, Ine. 52 
It's important — it's your guarantee of satisfaction! The ——— a a 
Sylvania Electric Products 
name, Signal, is backed by a 57-year-old reputation M T 
f on ge - = M & W Electric Mfg. Co., Inc. ° 
or building quality electrical products at moderate é — 

‘ - P , McGill Manufacturing Co., Ine. 55 Tennessee Coal, Iron & Railroac 
prices. Call your Signal Supplier or write for FREE EE LET eae en. 34 and 35 
literature today! Inc * Toastwell Co., The 59 

Miller Co. * Triangle Conduit & Cable Co., 
signal SIGNAL ELECTRIC MFG. COMPANY Mimar Products, Ine. 95 Inc. 
Dept. G-2, Menominee, Michigan Mitchell Manufacturing Co. * Trumbull Electric Mfg. Co. 
Moe Bros. Mfg. Co. 77 Tuttle and Kift, Inc. 81 
& —_——_—_ @ — —_ — @ — _-_ e———_e —_— —_ — 4G Monarch Fuse Co., Ltd. U 
| CT/ PROPERLY TRAINED MEN | N Union Insulating Co., Ine. 
| HA VE THE “KNOW HOW , | National Appliance & Radio United States Rubber Co., Ine. 
| PRACTICAL SHO Dealers Asso. 91 (Wire Division) * 
P TRAINING | National Electric Products United States Rubber Co., Inc., 
® * e 
| im Corp. (Tape Division) * 
ELECTRICITY, MAJOR APPLIANCE | 0 United States Steel Export 
| Service, Maintenance, Installation | Co 34 and 35 
| z Okonite Co. 31 and 54 . 
Write for Catalog ES5—Veterans ask about GI Training | oa ee ee »  U. S. Treasury 
‘ley "OS. a. ec. 
& Manufacturers, distributors, etc., when you need © Up-Right Scaffolds 
| TRAINED men contact CTI Placement Bureau. | P 
| COMMERCIAL TRADES INSTITUTE Paranite Wire and Cable 40 V 
200 South 20th St., Birmingham, Ala. — Phone 7-0555 | Pass & Seymour Ine. + Victor Insulators, Ine. 
Member: Southern Association of Private Trade Schools Penn-Union Electrie Corp. + Virden Co., John C. . 
—_——-—-— @ — — —_ @ — — elke aie saaess SPD 
bad e Permanente Metals Corp. 6 W 
Pittsburgh Reflector Co. * Wagner Malleable Products Co. * 
Proctor Electric Co. * Western Insulated Wire Co. 50 
s J 
Handbooks of Adequate W wring Pryne & Company, Inc. * Westinghouse Electric Corp. 
Two valuable booklets avail- Pyle-National Co. 14 (Appliances) 85 
able with Electrical South. R Westinghouse Electric Corp. 
‘ P a ee a3 (Lamps) 33 
“Handbook of Residential Wiring Design” and R. L. M. Standards Institute 
“Handbook of Farmstead Wiring Design,” sum- Inc. 27 Westinghouse Electric Corp. 
marizing the latest authoritative information on ade- se tack ii m (Transformers) 8 and 9 
quate wiring systems, may be obtained with a three- eS : i ae } 3 
year subscription to Electrical South at the special Regent-Savoy Electric Mfg. en eee: Soe ie 
price of $2.50 for a limited time. Send name, ad- eo « Wiegand Co., Edwin L. 89 
dress, and remittance at once to make sure of getting " * * : , 
your copies. Revere Electrie Mfg. Co. 4g RE Wer Fon ond Ventiinter 
—* Co. * 
| Roebling’s Sons Co., John A. 29 
ELECTRICAL SOUTH Wood Mfg. Co., Inc., Joh 92 
Russell & Stoll Co., Ine. . 51 &. 7” a = 
806 Peachtree St., N. E. Atlanta 5, Ga. 5 Y 
Sangamo Electric Co. a Youngstown Sheet & Tube Co. 10 
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MP-212-A 


Mimar's De Luxe Model fan and heater com- 
ol TarohielaMm coMMiil-1-1 ME (al-MEI (<0) of-To bil] oMel-Tuilelate MB cols 
als t am ole) LU olmecluniolameclilice) Mel-a(4-. Mmm lull Melal— 
is priced for volume selling. Has many built-in 
safety features .. . éxcellent construction .. . 
making it a value far above its cost. 


the Mimarvel (My Marvel) Hair Dryer—the 
sensational triple service. unit that has two heats 
and cool air as well! Provides three times the 
air stream and air volume of ordinary hair 
dryers. Tilts up or down... user’s hands are 
always free. Mimarvel is effective as a heater, 
too. Can be used in nursery or bathroom... 
o] Fro Moh Me Me (U4 amelie Z-1am elm alel(-t Melle Mts (ela dale; 
. .. dozens of other household uses. 





Division of E. A. Laboratories, Inc. 


MIMAR PRODUCTS, INC., BROOKLYN 5, N. J | run PRODUCTS 
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30W28 TWO SPEED 
WINDOW FAN. 


Dimensions 30”’x 30” 
x 514” deep. Free de 
livery: 4946 2854 
CFM. List Price 


48” ATTIC — $98.75 plus tax 
BASEMENT EXHAUST 


| Westinghouse or G. E. [ 
| Motors. Available in 12 or 34 
HP. 8 speeds. Free Air Delivery: 


V2 HP: 12934 — 18526 CFM List $175.80 
34 HP: 13506 — 19350 CFM List 204.85 


HC IME OF Wf 
‘asp 
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- Size 2 plug-in starter 


» Disconnect opera 





























ge of Control 


nomy -: ° 


N Ow _.. take full advanta 


ter convenience, safety and eco 
D “PLUG-IN” centers are new from the 


with all basic features plus .-- 


Cen 
Square 
ground up, 
ECONOMY. Wiring chan- 


ble from front without 
ertical channels 


and 


E INSTALLATION 
N | 
nels are all access 
removing units. Two big Vv 

per section permit separation of power 


control circuits. 
x starters fit in 


W SPACE ECONOMY. Up to si 
NE 20" x 20" x 90"’ sections. Standard 20°" 
depth sections will accommodate starters 
through size 5. 


NE SAFETY DISCONNECT 

four padlocks will loc 
n either "ON" OF “OFF” P 
g unit door, handle moves to 
sition of disconnect. When not 
person with tool can 
sect control 


OPERATOR. One to 
k both door and dis- 
connect i osition. 
On closin 
indicate po 
padlocked, authorized 
release door interlock to ins} 
without interrupting power. 


FLEXIBILITY. For simplest plant conversion 
maintenance, plug-in units slide on 
ackets and positive pressure stabs 
nd vertical busses. Plant conver- 
lified and minor changes often 


shutting off power: 


NEW 


or 
guide br 
grip rou 
sion is simp 
will not require 


1 Centers are also avail- 


her-resistant enclosures. 
Engineer for 


e D's NEW Contro 
d weat 


Square D Field 


Squar 
able in dust-tight an 


Contact your nearby 
complete information, OF 


Write Square D Company, A041 N. Richards 


Milwaukee 12, Wisconsin 


D COMPANY 


Los ANGELES 


Street, 


MILWAUKEE 
» SQUARE D de MEXICO, S.A MEXICO city, D.F. 
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Send coupon now! 


This new 16-page booklet is packed with the facts you'll want to know 
about this exciting, new General Electric remote control wiring system. 
To get your free copy, fill in and mail the coupon below. 


Section D45-1024 


Construction Materials Department 
General Electric Company 
Bridgeport 2, Connecticut 


Please send me the new free booklet “GE Remote Control 
Wiring System.” 


Name Title 
Company 
Street 


City Zone State 


Explains All Components 


This new bulletin on the General Electric Remote 
Control Wiring System illustrates and explains all 
materials necessary for installation of this new wiring 
system. Describes relay, switches, plates, boxes, trans- 
former, and remote control wire that make this system 
easy to install—convenient to use. 


Outlines Code Requirements 


National Electrical Code requirements covering remote 
control wiring are fully outlined in this new booklet. 
Installations within these requirements are explained. 


lilustrates Typical Installations 


Diagrams and photographs make application of the 
General Electric Remote Control Wiring System fast 
and easy. You’ll want this booklet to help you plan 
your installation. 


For Your Prospects. Your prospects will enjoy 
the new 4-color booklet “All About a Magic Wand 
for Your Home.” By means of clever illustrations 
it explains the idea of the General Electric Remote 
Control Wiring System—sells them on the advan- 
tages of having it installed. 


Pick up copies of this booklet from your General 
Electric distributor. 


GENERAL @@ ELECTRIC 


ELECTRICAL SOUTH for OCTOBER, 1949 





